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B “HIS MASTERS VOICE

'REG. U.S. PAT. OFF.

The best-known trade~-mark in the world

“The Victor talking machine’s design, ‘His Master's Voice,” has become a house-
hold word, and the quaint little fox terrier at attention before the horn is familiar
to more Americans than any of the world’s great masterpieces”—Collier’s Weekly.
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The Highest Class Talking Machine in the World

THE INSTRUMENT OF QUALITY

onovy

CLEAR AS A BELL

Keeps your bank balances at high levels!

oy ~ Read this extract from a letter received from
' : % a large Sonora jobber, think it over and
then write us regarding a Sonora agency:

““You are certainly doing wonders to bring the phonograph
business to the front in the proper way and we have adopted your
cash payment plan. You would be surprised to know the small
quantity of instruments our dealers have out on time payment. We
called today on a number of our best dealers who have sold over
$5000 worth of Sonoras and none of these dealers had over three
instruments out on time payment out of their entire sales.
They advised us that they have no difficulty in selling Sonoras for
cash, and they are not bothered by department stores which sell
phonographs at $1 down and $1 a week. Keep up your good work,
THE GRAND | Mr. Brightson, as you are on the right road.”

ONORA is the instrument of magnificent beauty, famous
as being the phonograph which won highest score for
tone at the Panama-Pacific Exposition.

Sonora is the finest instrument it is possible to produce and its many exclu-
sive and superior features make it matchless. It is purchased by those who
demand the best. It is purchased by those who can.pay cash. It keeps your
bank balances strong and does away with the worries of large outstanding ac-
counts. The Sonora is the instrument bought for value and sold on a sound

financial basis.

Write us today for information

$S0 $5  $60  $75 $120 $135  $175
$190  $215 $230° $300 $375 $500 $1000

Art Models made to special order to suit any taste

Sonora Phonograph Sales Company, Inc.

GEORGE E. BRIGHTSON, President
Executive Offices: 279 Broadway New York

ora operates and is licensed under BASIC PATENTS of the phonograph industry
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MICKEL BROS. €0. BUY BUILDING

Purchase Structure Where Headquarters Are
Now Located in Des Moines—Some Interest-
ing Visitors—A Worthy Service Flag

Drs Moines, IA, August 5.—George E. Mickel,
general manager of the Mickel Bros. Co., Vic-
tor wholesalers in this city, recently purchased
the structure in which the company’s business
is located at 411 Court avenue. The building
is a four-story and basement brick structure,
133 by 22 feet, and is located in the heart of
the Des Moines wholesale district, convenient
to the business center of the city and to the
freight terminals and depots, and will be known
hereafter as the Mickel Building.

Among the recent visitors to the Mickel Bros.
Co. were Mark W. Duncab, of Albia, Ia.; L. P.
Heinrich, of the Heinrich Drug Co., Osceola,
Ta.; H. J. Schalekamp, of Sioux Center, Ia.,
and J. F. Baylor, of the Baylor Furniture Co.,
What Cheer, Ia. Another visitor of note was
Harry Z. Swartz, manager of the Victrola de-
partment of Roshek Bros. Co., Dubuque, Ia.,
who reported that his company was moving the
Victrola department from the third floor to the
second floor of the building and installing three
large demonstrating booths. Mr. Swartz re-
ports exceptional success with the Victor Mar-
coni wireless course.

W. P. Beale, manager of the Mickel Bros.
Co., Des Moines, has returned from a business
and pleasure trip through the West, visiting
various points in Colorado, Wyo.

A service flag with eight stars now adorns the
Mickel Bros. Building, four of the stars being
credited to the local store, for E. W. Lund-
quist, who travels in eastern Towa is now at an
Officers’ Training Camp in Kentucky; Don
Peters and Roy Banta, of the company’s staff,
are at Camp Cody, and Harold Anderson is in
France. Incidentally, Hugo Heyn, sales man-
ager of the Omaha store, is playing with Sousa
inn the Great Lakes Naval Training Station
Band.

GIVES A GOOD ACCOUNT OF HIMSELF

Lieut. J. A. Cromelin, Whose Family Is Well
Known in the Industry, Severely Wounded

Lieut. John A. Cromelin, of 400 River street,
Hackensack, N. J., an officer in the Twelfth
Field Artillery, now in service in the Western
front in Frauce, is listed in recent casualty lists
as sevcrely wounded. In a letter to his mother,
however, Lieutenant Cromelin describes his
wounds as slight, but details have just been re-
ceived from France which indicate that the
lieutenant, with customary American bravery,
l)clittled his sacrifices and injuries in order to
avoid worrying those at home.

According to the official reports Lieutenant
Cromelin, who is a son of Paul Cromelin, for-
merly vice-president of the Columbia Grapho-
phone Co., and a nephew of John Cromelin,
general sales manager of the Otto Heineman
Phonograph Supply Co., was subject to an at-
tack of German machine gunners at a distance
of ten feet. Three bullets went into one of his
arms side by side and two through his right
leg. He is now recovering from his wounds,
and is anxious to return to the firing line.

Lieutenant Cromelin was a junior at Prince-
ton University when war was declared. He
entered the First Reserve Officers’ Training
Camp at Fort Meyer, Va., and was assigned
to the Twelfth Field Artillery, sailing for
France last January. His father, Paul Crome-
lin, was for many years one of the most promi-
nent members of the tatking inachine indus-
try here and abroad, and at the present time
is president of the Inter-Ocean Film Corp. of
Manbattan.

TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Eleven Months
Ending May 31, Totaled $4,363,496, as Com-
pared With $3,247,006 for Same Period of 1917

WasningTox, D. C, August 5.—In the sum-
mary of exports and imports of the commerce
of the United States for the month of May,
1918 (the latest period for which it has been
compiled), which has just been issued, the fol-
lowing figures on talking machines and records
appear:

The dutiable imports of talking machines and
parts during May, 1918, amounted in value to
$26,033, as compared with $22,333 worth, which
were imported during the same month of 1917.
The eleven months’ total ending May, 1918,
showed importations valued at $310,757, as com-
pared with $435,748 worth of talking machines
and parts imported during the same period of
1917.

falking machines to the number of 9,986,
valued at $337,865 were exported in May, 1918,
as compared with 6,615 talking machines, valued
at $184,071 sent abroad in the same period of
1917. The eleven months’ total showed that we
exported 88,319 talking machines, valued at $2,-
506,617, as against 69,221 talking machines,
valued at $1,797,028 in 1917, and 36,819 talking
niachines, valued at $1,081815 in 1916. The
total exports of records and supplies for May,
1918, were valued at $203,489, as compared with
$192.448 in May, 1917. For the eleven months
ending May, 1918, records and accessories were
exported, valued at $1,856,879, as compared with
$1,449,987 in 1917, and $867,795 in 1916.

PROMINENT VISITOR FROM INDIA

Valabhdas Runchordas, of the Talking Ma-
chine & Indian Record Co., Bombay, at Pres-
ent in the United States in Connection With
Establishment of a Record Plant in India

Valabhdas Runchordas, sole proprietor of the
Talking Machine & Indian Record Co., of Bom-
bay, India, and with branches in Calcutta and
Madras, is at present in San Francisco, and
plans an extcnsive tour of the United States
for the purpose of studying the record-making
situation and trade conditions generally, in the
furtherance of the business plans of his house
for the future.

Mr. Runchordas was one of the founders and
is now sole proprietor of Valabhdas Runchordas
& Co. Bombay, the importing division of the
Talking Machine & Indian Record Co., being
among the pioneers in the phonograph import-
ing field in that country. Before the war the
company had a practical monopoly of the prod-
ucts of the Beka Record Co.. of Berlin, in In-
dia, Burma and Ceylon, and also featured
QOdeon records extensively.

It is the plan of the Talking Machine & Indian
Record Co. to start a factory in India for the
making of records, and Mr. Runchordas’ pres-
ent tour is in the furtherance of that project.
Just before the outbreak of the present war
Mr. Runchordas visited Switzerland and Eng-
land, and on his present tour stopped in Japan
for a month before coming to San Francisco.
His present address in this country is care of
the International Banking Corp., San Francisco.

INITIATIVE PLAYS NO FAVORITES

Initiative made of an unknown Corsican the
most famous conqueror in history. ILess than
a century later a train-boy out in Michigan tied
up to it—and the result was Edison, master of
modern miracles. Initiative plays no favorites.
It would just as soon transform a $10-a-week
messenger into the head of the firm as to in-
crease the general manager’s salary $3,000 a
year.

A NEW RECORD SELLING SCHEME

How One Salesman Managed to Interest Cus-
tomers in Records That Ordinarily Wouldn’t
Be Called for or Even Listened to

An Fastern talking machine salesman has
developed a little stunt for selling slow-mov-
ing records that is worthy of passing considera-
tion. The scheme works particularly well
when there is a vacant demonstrating room at
hand, and is as follows: The salesman fol-
lows the usual course of ushering the customer
into a booth, inquiring as to his particular de-
sires and testing out the records. He uses the
usual selling tactics and arguments, together
with some of his own devising, and demon-
strates as many records as possible while the
customer is in the booth. When the sale is
closed, however, and the customer is waiting,
frequently in the passageway, for his package
and change, the salesman starts playing one of
the slow-selling records in the empty booth
and goes about his business. Nine times out
of ten the customer will stop and listen to the
record, while making inquiries regarding it, the
result being that frequent sales are made of
records that ordinarily would not be listened
to by the average customer.

The salesman in question first attempted to

play slow-selling records for the customer while
the latter was still in the booth, but found that
thie results were not satisfactory, inasmuch as
the customer felt that he had finished his busi-
ness for the day and was inclined to be anxious
about getting his package and going on his
way. Qut in the corridor, however, the cus-
tomer can see the package being wrapped and
does not feel that in listening, apparently by
accident, to another record he is wasting his
time. .
One of the secrets of the success of the plan,
of course, lies in selecting records of a type
that will appeal to the customer, judging from
the selections he has already tried out and or-
dered. There is a psychological appeal in this
kind of salesmanship that interests.

IOWA VICTOR DEALERS TO MEET

State Association Plans Annual Convention to
Be Held in Des Moines August 27-28—Inter-
esting Addresses to Be Made at Gathering

Des MoiNes, Ia., August 5.—Extensive plans
are now being made for the annual convention
of the Towa Victor Dealers’ Association, to be
held in this city on August 27 and 28. The pro-
gram is a most elaborate one, covering two
days, and includes a demonstration by W. O.
Swenker, of the Victor; a discussion on “How
to Make a Record Department Profitable”; an
address by C. G. Childs, director of the record-
ing laboratories of the Victor Co.; a patriotic
address by Dr. Titus Lowe, and an address on
the educational value of the talking machine by
C. A. Fullerton, of the Iowa State Teachers’
College, Jowa Falls, Ia. Some interesting fea-
tures are also planned for the business meeting
of the association.

The entertainment features include a special
luncheon on August 27, an informal banquet the
same evening, and a trip to Camp Dodge as the
final event of the convention, on the afternoon
of Augnst 28. The chairman of the official
entertainment committee, reports that from
present indications there will be a large number
of dealers in attendance at the meeting from all
parts of the State.

The officers of the association are: Charles
Gaston, Gaston Music Co., Hastings, Neb.,
president; J. E. Gaskill, Gaskill Music Co., Ne-
braska City, Neb., vice-president; H. S. Thorpe,
Huse Publishing Co., Norfolk, Neb., treasurer,
and W. E. Mickel, Mickel Bros., Omaha, sec-
retary.
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Now Is the Time to Build Up a Cash Reserve
For the Future by Proper Business Methods

Leading wholesalers and retailers in talking
machines throughout the country are as one in
agreeing that the thing for the retailer to do
just now is to conserve his stock by selling
machines only to those who are in a position
to pay cash, or who are able and willing to
make terms that will clean up payments within
a very limited time.

In this connection a well-known wholesaler
expressed himself as follows to a World reprc-
sentative: “With conditions such
present and machines and records constantly
becoming scarcer, and with little prospect ol
any general increase in supplies from the fac
tories until the war is over, the dealer who has
any idea of staying in business permanently
must do everything in his power to conserve
his stock and make every dollar invested in
his business produce a cash profit within a very
limited time. In many sections of the country,
particularly where war industries are located,
thiere are bound to be more prospect.ve purchas-
ers of machines and records than there are sup-
plies available. This means that the retailer
can practically demand his own terms of pay-
ment, and under average conditions hold out
for cash. I know dealers to-day who are letting
machines go out of their stores only when paid
for entirely in cash, and although they are natu-
rally refusing some orders from those who de-
sire to open instalment accouuts, they are find-
ing enough business left to take care of avail-
able supplies of machines and records on hand,
as well as supplies that they hope to obtain in
the near future.

*It is very true that the old class of buyer has
been trained to expect easy terms. He has had
drummed into him through newspaper advertis-
ing and personal solicitation that talking ma-
chines may be purchased on terms as low as a
dollar down and fifty cents a week, and has
formed the opinion from advertisements in some
cases that a real dyed-in-the-wool talking ma
chine dealer would be moved to refuse cash if
it were offered to him, as not being a good busi-
ness practice. It may be that it will be hard
to bring these people around to the new way of
thinking and ask them {o pay cash for a ma
chine, or clean up the account in three or four
months, but at the same time it must be remem-
bered that there is a wew class of workers com-
ing along—a class made up of people who in

as exist at
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SINCERITY

the past traveled close to the edge of poverty
and who had hardly enough for food, clothing
and shelter, to say nothing of the comforts of
life—and many of these people are feeling the
touch of wartime prosperity. = They are earning
two, three or four times as much as in peace
times. Their forced training in economy has
in a great many cases stood them in good stead,
and they have cash to buy those things that
they had desired, which, of course, include talk-

AR

Substantial Selling
Terms and Energetic
Collection Keys to
Dealers’ Salvation

In These War Days

S5 RGO

ing machines of the better type. The dealer,
therefore, who wants to follow a new line of
business practice need not fear that he is going
to lose the market. Without question he will
lose more business through not being able to
supply the goods than he will through refusing
to tie up his investment in a machine for a
year or more.

Never was cash so valuable as now. The
dealer must have cash to micet his taxes, his in-
creasing living expenses, his clerk hire and
other interests of a similar nature. The Gov-
ernment, his landlord and his clerks are none
of them going to accept instalment paper in lieu
of legal tender. Then again, while in normal
times the dealer might have little difficulty in
borrowing from his bank on instalment paper,
he is going to find under the present conditions
that the banks are cutting right and left into
the credit extended along that line, even with
old customers, and are not at all enthusiastic
about accepting new paper as collateral, all of
which should make the cash customer welcome
to the talking machine dealer, and worth being
sought after. Meanwhile, while observing the

new trade practice in the matter of selling, the
dealer should find plenty of opportunity for get-
ting after slow and dormant accounts, cleaning
them up with all possible despatch and not hesi-
tating to repossess a machine when it looks as
though there was little hope for a satisfactory
financial settlement.

If the war continues much longer a second-
hand talking machine is going to be ‘a fairly
salable proposition. If the average retailer does
not believe this, let him try and buy a few sec-
ond-hand machines from some of his fellow
dealers. He will find in most cases they are
being saved for emergencies and not for sale
to the trade. If, with his accounts in first-class
shape. and with his new sales on short time or
cash, the retailer is called upon to meet a cer-
tain crisis, he will find himself in a much better
position to rise to the situation and possibly
save his business. Some such situations are
going to arise with the coming of peace, whether
it is a matter of a few months or a matter of
years. With the economic reorganization of
the country along the lines of business, and
with supplies of machines and records getting
back to normal, the dealer with a lot of slow
accounts and little cash is going to find it hard
sledding in competing with the fellow who has
ohserved properly wartime practices and has
cash with which to go into the market, restock
his shelves, and resume again the development
of business.

The whole question of the future of the in-
dividual dealer would seem at the present time
to revert around the conservation of stock on
hand, and the limited stock he will be able to
get, and the main factor in this work of con-
servation is the observance of terms that are
going to give the dealer a maximum of cash
returns in a minimum time. If he has leisure
on his hands, it is much better to spend that
time selling than trying to collect on old ac-
counts.

F. A. MULFORD WITH HOFFER BROS.

F. A. Mulford, formerly manager of the retail
department of Harger & Blish, Des Moines,
la., the prominent Edison Diamond Disc phono-
graph jobbers, has resigned from that position
and is now in charge of the Edison department
of Hoffer Bros. in Norfolk, Va.

BOSTON

That’s the slogan back of every factor in

Ditson Service

It means much just now

VICTOR
Exclusively

Chas. H. Ditson & Co.
NEW YORK
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Victrola X-A, $90

Mahogany or oak

ictor
remacy

Supreme as a musical instru-
ment, the Victrola naturally
stands supreme as a business
proposition.

The success of Victor retailers
follows Victor supremacy as a
matter of course.

Victor Talking Machine Co.

Camden, N. J,, U. S. A. Tileols XV 9225
Berliner hone Co.. 1, Canadian Wholesal Victrola X V], electric, $282.50
“Victrola' is the Registered Trade-mark of the Victor Talking Machine Company Mahogany or oak.
designating the products of this Company only.

Warning: The use of the word Victrola upon or in the promotion or sale of
any other Talking Machine or Phonograph products is misleading and illegal.

Important Notice. Victor Records and Victor Machines are scientifically
co-ordinated and synchronized in the processes of manufacture, and their use,
one with the other, is absolutely cssential to a perfect reproduction.

Victor Wholesalers

Aibany, N. ¥Y....Gately-Haire Co., Inc. Des Molnes, Ia....Mickel Bros. Ce. Omaha, Nebr.,..., \. Hospe Co.
Atlanta, Ga.. Elyea-Austell Co. Detroit, Mich......Grinnell Bros. Mickel Yiro& Co.
. Phillips & Crew Piano Co. Elmira, N. Y. .Elmira Arms Co. Peoria, Il Putnam.Page Co., Inc.
Austln, Tex The Talking Machine Co., of [Ei Paso, Tex.....W. G. Walz Co. Philadelphia, Pa..Louis Buehn Co., Inc.
Texas, Honelulu, T. H....Bergstrom Music Co., Ltd. gheIGI::IP::D OvnRein (GO
Baltimore, Md....goh;_n lglrol‘oluzgesgons o Houston, :l‘ex.. .. Thos. Goggan & Bro. Penn Phonograph Co., Inc. |
H. R, Eiset?brzndt Sons, Inc. Indlanapolis, Ind..Stewart Talking Machine Co. The Talking Machine Co.
. Music House Co, |J2cksonvlile, Fla.. Florida Talking Machine Co. H. A. Weymann & Son, Inc.
Bangor, Me.......Andrews Music House Co. {5 . , Pittsburgh, Pa....W. F. Frederick Piano Co.
/ - ansas City, Mo..J. W. Jenkins Sons Music Co.
Blrmingham, Als.Talking Machine Co. chmelzer Arms Co sC C& I\gejll_o;'k.Co.MLni.. @
" . it Co. . tandar alking Machine Co.
Boston, Mass '?llllev%asll)clr;o"lrilkiﬂl Machind Lincoln, Nebr.....Ross P. Curhce.Co. Portland, Me. Cressey & Allen, Inc.
Co. Little Rock, Ark..O. K. Houck Piano Co. Portland, Sherman, Clay & Co.
The M, Steinert & Sons Co. |Los Angeles, Cal..Sherman, Clay & Co. Provldence, R. I...J. Samuels & Bro., Inc.
Brooklyn, N, Y...American Talking Mch. Co. Memphls, Tenn....O. K. Houck Piano Co. Richmond, The Corley Co.. Inc.
G. T. Williams. Mliwaukee, WIs...Badger Talking Machine Co. W. D. Moses & Co.
W. D. & C. N. Andrews. Minneapoiis, Minn.Beckwith, O’Neill Co. Rochester, N. Y...E. J. Chapman.
Neal, Clark & Neal Co. Moblle, Ala Wm. H. Reynalds. The Talking Machine Co.
Burlington, Vt....American Phonograph Co. Montreal, Car Berliner Gramophone Co., [Salt Lake City, U.Consolidated Music Co.
Butte, Mont....,.Orton Bros. Ltd. The John Elliott Clark Ce.
Chicago, Lyon & Healy. Nashville, Tenn....O. K. Houck Piano Co. San Antonlo, Tex.Thos. Goggan & Bros.
The Rudolph Wurlitzer Co, |Newark, N. J Price Talking Machine Co. Sap Franclsco, Cal.Sherman, Clay & Co.
. Chicago Talking Machine Co. | New Haven, Conn.Henry Horton. Seattle, Wash. Sherman, Clay & Co.
Clncinnatl, O.....The Rudolph Wurlitzer Co. |New Orleans, La... Philip Werlein, Ltd. |Sioux Falls, S. D.. Talking Machine Exchange.
Cleveland, O The gx. H. Buescher & Sons | New York, N, Yu.?}:ihr\?:l“];{:\]}:i“ Mach. Co.|Spokane, Wash....Sherman, Clay & Co.
The Collister & Sayle Co. C. Bruno & Son, Inc. sSt. Louis, Mo Koerher-Brenner Music Co.
The Eclipse Musical Co. I. Davega, Jr., Inc. St. Paul, Mion....W. J. Dyer & Bro.
Coiumbus, O....,.The Perry B. Whitsit Ce. gh Bl- a’egﬁ.‘co- o @ Syracuse, N, Y..,.W. D. Andrews Co.
Dallas, Tex.......Sanger Bros. La::iac; Bn:os..‘ ?zg o Toledo, O The Whitney & Currier Co.
Denver, Coio The Hext Music Co, ] New York Talking Mach. Co. | Washington, D. C.Cohen & Hughes.
The Knight-Camphell Music Ormes, Inc E. F. Droop & Sons Ca.
Co. Silas E. Pearsall Ce. Roht. C. Rogers Co.

Buffalo, N. Y
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AN lMPORTANT ACCESSORY—ALBUMS FOR FILING DISC RECORDS

The enormous demand for ‘‘National”” Record Albums keeps apace with the ever increasing demand for machines and records, and our
output capacity has been enlarged to meet the greater needed supply. Record Albums have proven themselves to be the best and most convenient,
as well as economie, method of filing and keeping disc records.

MAKING THEIR SELECTION

N\

THE ALBUM

soon paps for itself in time-

saving and preserving records.

The initial cost is really an

investment which comes back
fourfold.

(7N

IHllustrating the daily actual usage of the
Album, the most convenient and satisfactory

record filing system extant.

THE PERFECT PLAN

The pockets holding the records are substantially
made from strong fibre stock, firmly joined together
and bound in attractive covers.

A PLACE FOR EVERY RECORD AND EVERY RECORD IN ITS PLACE

Albums are an Indispensable Requisite in the talking machine business and wherever records are ‘sold.
A profitable adjunct to the business.

and worth while. Practical and handy.
Albums to file and preserve their records.

We manufacture disc Record Albums containing 12 pockets to fit cabinets of all sizes and styles.
With the indexes they are a complete system for filing all disc records.
For durability, finish and artistic design, our Albums are unsurpassed.

17 pockets.

quality our prices are the lowest.

Save time and records.

An accessory that is necessary
All owners of machines and records want

We also make Albums containing

We have unexcelled manufacturing facilities, and considering
Write us, giving quantity you may desire, and we will quote prices.

4 -
OUR ALBUMS ARE MADE TO CONTAIN VICTOR, COLUMBIA, EDISON, PATHE AND ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO. :

239 S. American Street :

PHILADELPHIA, PA.

SEND-OFF FOR L. L. LEVERICH

Assistant Advertising Manager of the Columbia
Co. Leaves for Camp Upton—Gets Wrist
Watch From Associates Before Departure

Lester L. Leverich, assistant advertising man-
ager of the Columbia Graphophone Co., New
York, left Wednesday, July 24, for Camp Upton
as a member of the contingent from his district.
Mr. Leverich had been expccting this call for
several weeks, and had made all the necessary
arrangements to leave for camp.

On the day preceding his departure for Camp
Upton Mr. Leverich was the guest of honor at
a dinner tendered him by his former associates
of the advertising department and other mem-
bers of the publicity and sales forces. R. W.
Knox, advertising manager of the Columbia Co.,
presided at this dinner as toastmaster, and Mr.
Leverich was presented with a handsome wrist
watch, which will serve as a permanent re-
minder of the esteem and friendship of his for-
nier associates. Among those who attended
this dinner, which was held at Keen’s Chop
House, were the following: Lester L. Leverich
R. W. Knox, Wm. Harden, Paull Hayden, O. F.
Benz, Courtland Shaw, Jr, W. A. Schréiner,
Walter Bruner, Chas. Wolfe, Ray Ladue and a
bevy of young ladies from the advertising de-
partment.

Lester Leverich has been associated with the
Columbia Graphophone Co. for six years as a
member of the company'’s advertising depart-
ment. He is thoroughly familiar with all the
details of Columbia publicity activities, and his
recent promotion to the post of assistant ad-
vertising manager was a well-deserved tribute
to his many years of hard work. He is anx-
ious to “do his bit,” and it is his earnest hope
that he will soon be “over there,” and in ac-
tive service.

W. A. ANDRESEN NOW PRESIDENT

John C. Andresen, president of the Columbia
Mante! Co., talking machine and cabinet manu-
facturers of Brooklyn, N. Y., passed away re-
cently at the age of seventy years. He or-
ganized the present industry, of which he was
the head, thirty-five years ago, and contihued
active in its management until five days before
his death. He had a large acquaintance in the
trade and enjoyed an enviable reputation for in-
tegrity among those who had business dealings
with him.

At a directors’ meeting held on July 16 it was
voted to continue business in the usual way.
W. A. Andresen, son of the deceased, was
elected president of the company, with C. H.
Gudegast continuing as secretary, and also di-
recting the sales management.

and the highest quality.

A really good Album at a moderate price is a money maker for the dealers.
NYACCO Metal Back Albums will give the dealer and his patrons true value

A complete line of Albums that 'stand for the best in their respective grades.

Write for samples of our three numbers

NEW YORK ALBUM & CARD CO.
23.25 LISPENARD STREET -

NEW YORK

WHY NOT “WILL YOU PAY FOR IT?”

Salesmen Should Ask This Question More Fre-
quently So As to Encourage Cash Sales

The talking machine department of a retail
house discovered that its charge accounts were
increasing in a manner out of proportion to its
cash sales increase. The proprietor did not sim-
ply take this situation for granted, but asked the
reason. The credit man, after a little question-
ing, found the answer. It was in the way sales-
men closed the order. They said, “Shall we
charge it?” instead of “Will you pay cash for it?”

r “Do you have an account here?” With the
instructions not to suggest to a customer that he
open an account for his purchase and charge it,
it was soon discovered that the increase in cash
sales held up in better proportion than it had
to the increase in charge sales.

BLISNICK IN CHARGE AT HAHNE'S

Newark, N. J, August 1.-R. S. Fink, who has
been in charge of the Victor department of
Hahne & Co., Newark, N. J., has joined the
Naval Reserves. J. S. Blisnick, who has heen a
member of the Hahne & Co. staff for the past
twelve years, has taken charge of the above de-
partment. Hahne & Co. is one of the largest de-
partment stores in this city, and the selection of
Mr. Blisnick to fill the vacancy in the Victor
department promises well for its future.

LEARNING FRENCH BY “TALKER”

A recent cable from Paris says that the
Knights of Columbus have arranged to giveiin-
struction in the French language to American
soldiers in training camps throughout the coun-
try. Talking machines have been installed in
every K. of C. clubhouse in the big cantonmnents,
and records furnishing a complete course in
conversational French have been sent to the
general secretaries at the camps. French in-
structors have also been employed.
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i Victor
Supremacy
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Victrola XIV, $175
Mahogany or oak
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The supremacy of
the Victrola marks
it as the greatest of
all musical instru-
ments.

And with genuine
Victrolas 1n such
splendid wvariety,
possibilities are un-
limited for every
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Victrola VIII-A, $50
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Victrola 1X-A, $60

Mahogany or oak
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Victrola XVI, $225
Victrola XV, electric, $282.50
Mahogany or oak

.
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/ Victor Talking Machine Co. | :
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; Victrola X-A, $90 Camden’ N, J., U. S. A. $
; Mahogany or oak N
; Berliner Gramophone Co.. Montreal, Canadian Wholesalers I E
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; Victrola XVII, $275 Ul
i Victrola XVII, electric, $332.50 N
/i Mahogany or oak N
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4 “Victrola® is the Registered Trade-mark of the Victor Talking Machine

i c designating the products of this C only.

i Warning: The use of the word Victrola upon or in the promotion or

sale of any other Talking Machine or Phonograph
products is misleading and illegal

Important Notice. Victor Recsrds and Victor Machines are scien-

tifically di d and hronized in the p of manu- |
. facture, and their use, one with the other, is absolutely
Victrola XI-A, $115 essential to a perfect reproduction.
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S the war goes on, and as the country bends its great ener-

gies more and more to thé preparation for, and conduct of,
hostilities, calling upon the resources of the nation to an unprece-
dented extent, the problems of those in non-war industries
continue to multiply. These problems are apparent in the talk
ing machine trade, as in other lines of endeavor, and many im-
portant and serious developments have already materialized, and
more promise to materialize, in the very near future, unless peace
should come with unexpected suddenness. ‘['hese problems have
all pointed to the absolute necessity of a closer co-ordination be-
tween the various factors of the industry.

It is high time to forget petty jealousies and to meet together
on a ¢common footing. It is not a question whether the individual
factor is large or small, the fact remains that the trade is con-
sidered as one industry, and that as one industry it must face
the problems put up to it by the exigencies of war, and the rul-
ings and orders of those charged with the destinies of the Gov-
ernment. What is needed is not simply a temporary committee,
even though composed of competent men, but rather a strong.
central organization, or preferably a strong representative-—a
man allied to no one factor in the industry, but who, being inde-
pendent and viewing the situation with unbiased mind, can serve
the industry in its dealings with the Washington authorities.

We have seen the need of such a man, or such a concentrated
representative, in the handling of the curtailment question and
more recently in the matter of the new War Revenue Bill
and the steel supply. It may be that the talking machine trade
will pull through uninjured, and it may, and it is hoped it will,
receive favorable consideration in the matter of the allotment of
supplies and in the imposing of tax levies, but until the final
outcome there is, and must be, a period of uncertainty—an un-
certainty that possibly would not prevail were there a repre-
sentative at \WVashington able to get in tonch with the authorities
in the name of the entire industry, and reach some definite agree-
ment on matters now pending. Other industries have followed
this plan and their success has been apparent, and the quicker
the talking machine trade as a whole realizes tlie fact and gets
down to business, the better off it will be.

The new War Revenue Bill in its final analysis may be emi-
nently fair to the industry. Supplies of steel may finally be
sufficient to keep things running to a satisfactory degree in
view, of course, of the general situation, but men with estab-

lished businesses at stake cannot flirt with possibilities. They
must organize their forces to see that they are properly repre-
sented before the councils of the nation. We are not not deal-
ing with the present, when things are more or less serene, but
with the future, and the outlook is not one that should encour-
age the average manufacturer to rest easy and let things take
their course without at least having a chance to present his case
and have a hearing.

UST as the question of supply and demand regulates prices

in other fields where selling prices are not established or fixed,
so should that same question of supply and demand at least regu-
late the terms upon which talking machines and records are sold
during these war days. It is revealing no secret to say that
supplies of both machines and records are going to become
scarcer before they become more plentiful, as war conditions
make themselves felt to a greater degree.

The talking machine dealer on the other hand finds that
his cost of doing business is steadily on the increase; his help
costs him more: he has new taxes to meet, his own cost of living
is jumping upward, and every factor that goes into his overhead
is away above normal and keeps getting higher. His margin
of profit on the machine and record unit is practically fixed and,
therefore. in order to offset his higher selling costs, he must de-
pend upon improved methods.

The first thing that comes to mind, therefore, is to sell only
for cash, or on terms that will represent cash in a very few
months. This will mean that the dealer has the cash on hand
to turn over his stock more quickly where possible. He is able
to conserve his capital, and when the dawn of peace arrives,
will find himself financially sound with actual cash, instead of
notes in his bank, with which to start out again along the paths
‘of peace—with money to restock and to begin again the building
up of his business.

Make every dollar count, and this can only be accomplished
by watching terms; by making every cent invested in the busi-
ness bring in a profit with reasonable promptitude. It is no time
for a dollar down and fifty cents a week business.

N the figures bearing upon the exports and imports of talking

machines and records which appear elsewhere in The World,
it is rather noteworthy as emphasizing the development of the
industry to bring to the attention of readers the fact that the
exports of talking machines and records for the eleven months
ending May 31, which amounted in value to $4,363,496, are
rapidly approaching the entire shipments of pianos, players,
organs, music rolls, and, in fact, musical instruments and mer-
chandise of all kinds, for the same period, the exports of the
latter amounting in value to $4,570,706.. This is probably the
first vear that the exports of talking machines and records have
made such a close approach to the exports of the old-time instru-
ments, which demonstrates that the industry is becoming a real
factor in the great mercantile activities of America.

A DEVELOPMENT of the labor problem that must appeal
to members of the talking machine trade, as well as to men
in every other industry, is that of utilizing the labor of soldiers
crippled in the war and sent back into civilian life to make their
living in peaceful pursuits. This question is rather new to the
United States, because the cripples have not yet come home from
the battlefront in any considerable number, but the French, Eng-
lish and Canadians have faced the problem in all its perplexities,
and from their experience we know that it is something that
must be prepared for seriously and carefully. There will be
thousands—maybe hundreds of thousands—of men coming back
from Europe unfitted through wounds or mutilations for taking
up their pre-war activities. Many of them will be close to physi-
cal wrecks, but for the economic welfare of the nation they must
be fitted somewhere in the industrial fabric. The talking ma-
chine industry, as well as other industries, must prepare to take
its share of this work and make room for those who may be fitted
to do certain work in the factories and stores. The Talking Ma-
chine World has learned of at least once instance where a re-
turned fighter has taken up the study of repairing machines with
considerable success. Shrapnel wounds left him physically unable
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to lifit even medium heavy weights. He still has the use of all
his faculties and he has already made progress in this new field.
There is no reason why partially disabled men cannot find a
place in record departments, repair departments and various
sections of manufacturing plants where the work is more or less
mechanical, or where it is not heavy enough to require physical
strain.

Taking care of the returned soldiers is going to be a big
problem in this country. Making a place for war cripples is even
a bigger question, and a question that should receive attention
right now.

USINESS in the talking machine industry for the past month

has shown a slight slowing-up at least in some sections of
the country. Meanwhile, a shortage of stock continues to pre-
vail in certain nakes and in certain styles. As the war in Europe
progresses, a greater demand is being made on manufacturers
for space and equipment to make war supplies for the Govern-
ment, and this activity is having its effect particularly in the
curtailment of the production of accessories for the talking ma-
chine trade. ‘fhe industry is especially short of steel, and this
is being felt by a great many manufacturers of all kinds of sup-
plies. Efforts are being made, however, to better conditions,
to the end that steel production will be speeded so that there
will be a surplus left from Government requirements for the
smaller industries, where the use of steel is comparatively insig-
nificant, nevertheless, important.

Late last month talking machine manufacturers held a meet-
ing in New York, and decided to send out questionnaires to
manufacturers so as to get the fullest information regarding the
exact amount of steel needed by the industry, after which a com-
mittee will get in touch officially with the authorities in \Wash-
ington and present facts for their consideration that will merit
their attention so that the needs of the talking machine industry
are supplied, at least, in part.

Members of the industry have been greatly interested the
past month in the recommendations of the ‘I'reasury Depart-
ment, which in a letter to the \Ways and Means Committee
suggested 20 per cent. taxes on a number of so-called “luxuries.”
among which were included talking machines and records. ‘I'he
formulation by the I'reasury Department of this high tax evi-
dently did not have weight with the \Vays and Means Com-
mittee, for the first of the month Congressman Kitchin an-
nounced that a proposed tax of 10 per cent. on talking machines
and records would be placed before the House of Representatives
for consideration. ‘I'his increase of 7 per cent. over the old tax,
which was 3 per cent., is considered by members of the trade to
be far too high and it is believed that a total tax of 5 per cent.
should be the limit, if any increase is necessary.

It is hoped, however, when the new Revenue Bill comes up
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\ TO OUR SUBSCRIBERS ,

. If your copy of The Talking Machine World does not reach you

| on publication date, or a few days thereafter, do not assume that
it has gone astray. The existing railway congestion has had a
serious effect on the handling of mail, particularly second class
matter, and brought about unusual delays. Kindly wait a few
days longer than usual before writing to us, as the paper will
probably arrive safely. b W W B Y " .

for consideration in the House of Representatives, that the facts
presented by the industry will compel our legislators to give
closer consideration to the fact that talking machines and records
are an absolute necessity in these war days. The Government
itself is recognizing this fact by its orders for musical instru-
ments for the Army and Navy. Music is now widely recognized
as a requirement in the maintenance of the morale of the Army
and Navy as well as the people of this country, and there is no
medium which better expresses all forms of music than the
talking machine.

T is regrettably true that there are men to-day in business who
have misgivings regarding the power of advertising. Men
holding such views are not clear, sound thinkers, because the
house that uses advertising persistently and intelligently always
scores success in the battle for business. This has been
demonstrated most emphatically in the talking machine field.
The houses tliat have reached the top notch of success are those
that believe in printer's ink, and in advertising in its varied
forms.  In this connection it is interesting to print the views of
the President of the Chamber of Commerce of the United States,
who said recently :

"I there are still extant men who ask the question, ‘Does
it pay to advertise® I know their thinking 1s of the kind which
would lead them to light factories with candles and insist upon
the advantages which would accrue if the residents of modern
cities still drew their water supply by bucket from the town well.

“When nations in the greatest struggle of history advertise
for armies; when kings and emperors and sultans come down
from their thrones to seek the attention of the world and present
their pleas and defenses through the press; when it has become
the daily bread of a large part of the world’s business, it is indeed
a man of limited mentality who still questions the power of
publicity.

“Its value to society has, in fact, so impressed itself that
to-day publicity is the light of the world. It may be said, with
little element of speculation in the assertion, that if publicity had
characterized dealings between the nations of Europe during the
past fifty vears, and secret diplomacy had been eliminated, the
present world war, with its terrorism and threat to all civiliza-
tion, would not now be raging.”

This is the truth; and the truth will prevail.

Silas E. Pearsall Co.

10 EAST 39th STREET

hip Ahoy!

ET the skipper of this craft throw you

a line on your next “short” order.
y

Pearsall Service sails through charted seas,
and while the delivery waves at present
are rough, we may be able to layup to
your wharf with surprising shipments.

From port to star.board; from bow to
stern; Pearsall Service on Victor Records
keeps your profits anchored.

Wholesale Distributors of Victrolas and Records

NEW YORK
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Edison Message No. 25

Reading, ’Riting, ’Rithmetic
—and Music

‘I believe most fully in the value of
music as an important factor in the educa-
tion and life of any people, and especially
of a free people with a democratic form of
government. The songs of a nation may
not be more important than its laws, but
their influence even in determining legis-
lation and obedience to law . . . cannot
easily be estimated . . . After reading,
writing and arithmetic I consider music
the most important and the most practical
subject taught in our schools.”

ALEXANDER P. CLAXTON,

U. S. Commissioner of Education.

The Edison dealer who works 1n
close touch with his neighborhood
schools can materially assist in
sowing the seeds of a love of music
in the children of his community.

Music-loving children are a vital |
factor 1n the future of a community
of music lovers.

THOMAS A. EDISON, Inc.

ORANGE NEW JERSEY

Official Laboratory Model New
Edison—William and Mary Cabinet,
executed in American Walnut,
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Getting Away from Stereotyped Forms 1n
the Advertising of Talking Machine Records

There are very few fields in which the indi-
viduality of the merchant can play such a large
part in his success as in the talking machine
trade, for by the very nature of the industry the
merchant must depend upon his individuality
and his originality in presenting himself and his
line before the public, to distinguish himself
from probably a score or more other dealers
handling the same product, or a very similar
product in his own particular territory. It is true
that various talking machine manufacturers have
spent millions of-dollars during the past year
ir supplying their retailers with an abundance
of hangers, bulletins, posters, window and street
car cards, window displays and a multitude of
olher advertising paraphernalia, distinctly « ef-
fective in its way, and for the most part to
be had for the asking.

The trouble has been that too many dealers
have been content to rely upon the manufac-
turers for their advertising ideas and to use

" DONT WANT TOBET WELL

“ “I’”‘ | |
VICTIR RECORD 4y

o |8413
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OTHER SIDE ) g e
"LING BOY
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the material furnished them without fyrther

embellishment, and let the matter go at that.
Of course, the advertlsmg matter was, and is,
of a character to attract attention, but the fact
remains that possibly there are a half dozen
merchants on the same street, or in the same
district, handling identically the same line and
using identically the same store window, news-
paper and poster advertising. Under such a
condition there is nothing to influenceé a pro-
spective buyer to visit one store in preference
to another.

Undoubtedly certain wholesalers and retailers
have realized the advisability of supplementing
the manufacturer’s publicity with advertising
creations of their own. Some jobbers have
gone into this matter on a broad basis, and a
large number of dealers—and they are success-
ful dealers—have accepted the manufacturer’s
advertising matter simply as a means for a
general introduction to the public at large,
and have of their own accord issued supplemen-
tary advertising calculated to concentrate the
attention of possible buyers to their particular

Recerp
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store, and to hold that attention when ouce
obtained.

The idea has been carried out still further in
many instances in the matter of record pub-
licity. Companies have issued hangers and
other material featuring special records of a
popular sort, or records of better known stand-

ard selections, but it happens, particularly in
tlie present situation, that the dealer may not
have sufficient of such records to warrant any
extensive exploitation, or, on the other hand,

"HERE'S /\’
HOT ONES
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"IM A TWELVE
0CLOCK FELLER
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NINE OCLOCK TOWN'

may have shelves full of other numbers that
he is very desirous of moving. In this case
he is thrown on his own resources, and it is
here that the cultivation of individuality in ad-
vertising stands him in good stead, and pays
for the attention given to it.

Each dealer knows, or should know, the type
of people he desires to reach, and the sort of
appeal that is most likely to bring results. He
can, therefore, advertise in a most striking way
and much more effectively than by the use of
any general material the manufacturer sends
out for use in all sections of the country. He
can associate certain records with certain local
events. He can bring special records to the
attention of special classes of people. He can
capitalize local interest in various directions in
furthering the sale of records that otherwise
might lie dormant on the shelves. He can in-
ject a humorous touch into his description of

"Hesds A Her g ce_rtain numbers that

will appeal to a cer-
tain section of his cli-

§ RECORD entele and result in

& sales.

i 18303 There have been
reproduced in The

World, from time to
time, many publicity

schemes utilized by

X“[ \ individual  dealers—

\ schemes that have
E«g‘ proven successful,

and can thereby be
considered beyond
the experimental stage. A system of publicity
worked in one territory may, with profit, be
used in other sections of the country, where it
will prove comparatively new, or the system
may be altered, and changed about, to adapt it
to local conditions.

The talking machine dealer who is expe-
riencing difficulty in getting new or more pop-
ular records and still has a substantial stock
ot numbers that usually lie dormant must give
his earnest attention to ways and means for
moving those dormant numbers off his shelves,
and it is a problem that only he, himself, can
solve. No manufacturer can afford to give
special study to his particular problem and meet

it specifically. That AT FIR FSEU]RQ
“18233
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is up to the indi-
vidual, and he will ‘82
often find that an
introduction of the
proper sort will go

far to reduce his
surplus of certain )
records. But the ———-
plan must have in-
dividuality in order -~

that it will serve to . 5
move his records ROLLING IN HI3 LITTLE
ROLLING CHAIR®

and not those of his

Cartoons by Ned C. Strouse
competitor up the street. In other words, the
particular record must be associated with his
store to such a degree that the prospective
buyer instinctively will go to that particular
shop to purchase that particular record.

As an illustration of individuality in talking
machine record publicity, we reproduce here-
with several cards sketched by Ned C. Strouse,
manager of the A. B. Clinton Co. store in Hart-
ford, Conn., where a substantial Victrola de-
partment is maintained. Mr. Strouse, for-
tunately, is gifted as a cartoonist, and draws
up the little sketches himself. They measure
about seven by nine ‘inches, and one is always
to be found in each booth of the company's
store. It frequently happens that a casual cus-
tomer first begins by laughing at the humorous
character of the cartoon and ends up by listen-
ing to, and finally buying, the record to which
it refers. There is nothing elaborate about the
sketches. They are simply in pen and ink and
rely upon just a touch of comedy to make them
drive home.

Mr. Strouse has followed the cartoon idea
also in his local advertising in the newspapers,
using space from two to three columns wide,

E———e
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Numbver 3,

“The Man Who Put
Germ' in Germany

(What's in a Name)?"

Sung by Nora Bayes, Columbia record No,
A6051.  Price $1.25. On sale aftor Juin20

The voica of Nora Bayes Ia a gift. It's o charac-
tér voice, one with endiess changes of tone aad
temper.

Hear her sing thls yousing, roisterous patridtic
song and you will understand the mesning of the

peculiar title chosen for this song. pUNBERY
TyRShLT
e *
CHMIDT N/ USIC O.
"ELBTTY B THE FOUNI FO0R
e == (R
h——————— 11.113 W. 3rd Bt Davonpon Ta. —

An Ad That Embodies the Cartoon Idea

and four or five inches deep once, and some-
times twice, a week. FEach ad consists of a
timely cartoon, drawn and lettered by Mr.
Strouse, and the people of Hartford soon
formed the habit of looking for the cartoons
and enjoying them. Naturally they associate
the cartoons with the Clinton store and with the
things musical to be purchased at that store.
Proven results in actual business thus stimulated
are most satisfactory.

Of course, not every talking machine dealer
or his manager has the ability to draw cartoons,
but at the same time the sketches are of a sort
that can be obtained at small cost from any
local sketch artist, and in cases where only one
is required for display in demonstrating rooms,
it will be found that the sketch will be muclf
cheaper than special printed matter. The car-
tcon idea for general advertising, too, can be
carried out on a comparatively inexpensive basis
through the assistance of an outside artist, or
in co-operation with the artists on the regular
staffs of the newspapers. The idea is to get
away from the beaten track, to train the public
to associate instinctively these dealers’ establish-
ments with a particular product. It means
more business and the building up of a follow-
ing that will keep business on the increase,
barring, of course, conditions over which the

(Contined on page 13)
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The most wonderful Talking Machine of the present age at the price
An Instrument of Supreme Value, Tone and Quality

No. 100—$100

The Cleartone has become very popular because of
its quality, splendid value and the advertising and
sales campaign that now stands in back of it. Dealers!
Watch us grow—write for our agency and grow

with us.

SUNDRY DEPARTMENT

MOTDRS—No. 01, 8-in. turntable, single spring, $1.25;
same motor with 10-in. turntable, $1.40. No. 1, 10-in
turntable, double spring, plays two 10-in. records, $2 95.
No. 6, 10-in. turntable, double spring, plays three 10-in
records, $3.50, same motor with 12-in. turntable, $3.85.
No & 124n. turntable, cast-fron frame, double spring,
plays threo 10-ln, records, $4.85. No. 9, 12-in. turntable,
cast-lran frame, bevel gear wind, double spring, plays three
10-1n. records, $5.85. No. 10, 12-in. turntable, cast-iron
frame, bevel gear wind, double springs, plays four 10-in,
ords, $6.85. No. 11, 12-in. turntable, cast-lron frame,
bevel gear wind, double spring, plays seven 10-in. records,
$3.50.

TONE ARMS ANO REPRDDUCERS—No. 1, $1.00;
N , plays all records, $1.25; No. 4, $2.03; No. 6,
; No. 7, $225, No, 8, $2.25; No. 9, $2.25. (Ply
records.)

MAIN SPRINGS—No. 00—%-in,, 23 gauge, 9-6 ft,
20¢, each, 100 lots, 25¢. each; No. 01, l-in., 23 gauge,
7 ft., 25c. earh, 100 lots, 20c. each; No. 0, ¥%-in, 20
gauge, 8-G ft, 25¢. each, 100 lots, 2le. each; No. 1,
%-in., 25 gauge, 9-6 ft., 39c. each, 100 lots, 35c. each,
No. 2, 13-16-in,, 25 gauge, 9-G ft., 13 each, 100 lofs,
39¢, each, No. 3, %-in., 25 gauge, 11 ft, 49c. each, 100
lots, 45c. each; No. 4, 1-in., 23 gauge, 10 ft., 49¢.
each, 100 lots, 45c. each; No. 5, l-in., 27 gauge, 11 ft.,
65c. earh, 100 lots, 59c. each; No. 6, 1%-in., 27 gauge,
11 ft, 90c. each, 100 lots, 85c. each,

RECORDS—POPULAR and GRAMMAVOX Brand, 10-

in. double face, lateral cut, all nstrumental—32c. in lots
of 100, 30r, in lots of 1,000; 29c. in lots of 5.000.

GOVERNOR SPRINGS—$1.00 per hundred; $6.00 per
thousand. Special price In large quantitles for Motor
Manufarturers.

GENUINE DIAMOND PDINTS for playing Edison
Records, $1.45 each, 100 lot, $1.35 each; Sapphire Points
for playing Edison Records, 18c. each, 100 lots, 14c. each;
Sapphire Balls for playing Pathé Records, 18c. each, 100
lot 15c. each. Needles—Stee!, 63c. per thousand in 10,008
lots, 59¢. 1 100,000 lots.

NEEOLE CUPS—$17.50 per M. $16.00 per M in 5,000
lots. Covers, $7.50 per M

CDVER STAYS—No. 1, for Table Cabinets, 6 in. long,
9c. each, 100 lot, 7%ec. cach; No. 2, for Floor Cabinets,
9 fn. leng, 17¢. each, 100 lot, 13c. each; No 3, heavy
fnrlFloot Cabinets, 10 fu. long, 20c. each, 100 lot, 16c.
each,

Continuous Piano Hinges, 28c. per foot; 100 feet, 24c.
per foot

We also manufacture special machine parts, such as
worm gears, stampings, or any screw machine parts for
motor; reproducer and part manufaeturers.

Spectal quotations given to quantlty buyers in Canada
and other oxpoYt points,

Write for our R4-page catalog, the only one of its kind
in America, fllustrating 33 different styles of talking ma-
chines and over 500 different phonographle parts, also
gives description of our efficient Repair Department.

Lucky 13 Phonograph Co., 3 East 12th St., New York

SPEAKS FOR ITSELF

No. 65—$65

No. 85—$85
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Put the first of the new model Grafonolas
on exhibition—advertise their arrival—they
are real ecevents in the phonograph trade.
Your customers will be interested.

Columbia Graphophone Co.
NEW YORK

NOVELTY IN-RECORD ADVERTISING

(Continned from page 11)

nien of the industry can exercise no control.

Another house which has shown individuality
in presenting the new songs and records
through its clientele, through the medium of
bi-weekly newspaper advertisements, is the

SCHMIDT'S
FUNNIGRAPHS

Buisg 2 sortes of edvertisomcnts sppearing
mch Tuesdar 38 Thandey, fa which e
A Uttes of vom secge To

[y

"Keep the Home Fires
Bnrm'ng .hll tkc Boya
Come Home.”

mnle by
IVOR AOVELLO
werds b,
Land OULLAENT FORD

of performance in our every day lives,
demonstrating our alleglance to Our Coun-
try, Our Home, and most of all to “the

# ‘This is not merely a song but a message
boys ever there.”

If you hawen't this song in your

bome, in .some one of its forms, L
you should have. i |

CHMIDT IC (0.

e 111113 W87 8L a ‘J
Another Clever Schmidt Record Ad
Schmidt Music Co., of Davenport, la. A pair
of the company’s advertisements typical of the
series are reproduced herewith. ‘The people
of Davenport look for these Schmidt Co. an-
nouncements and besides getting a good laugh
occasionally out of the song titles and descrip-
tive matter, learn on what records and music
rolls they have been reproduced and are thereby

moved to make purchases.

AN EDUCATIONAL CAMPAIGN

The Vallorbes Jewel Co. of Lancaster, Pa.,
are giving attention to an educational campaign
in the trade to prove their claims that their
semi-permanent needles do not wear away the
records.  Attractive circulars have been mailed
describing the parallel shape of the Vallorbes
needle points and showing how they wear
down evenly and do not enlarge their diameter
tewards the end of the record which they claim
the ordinary *“one-time” needle does. Greatly
enlarged photographs of the ordinary steel
ncedle and the Vallorbes needle after a number
of playings have been made. The comparison
in the wcar of the two needles is interesting to
note.

The T. P. Pattison Music Co., of Denver
Colo., have added the Brunswick and Bush &
Lane phonographs to the talking machines
which they handle. Their full line now con-
sists of the Victor, Bush & Lane, Brunswick and
Stradivara.

THE MACY-VICTOR LITIGATION

Federal Court Sustains Demurrer to Answer
Filed in This Suit

The latest development in the suit of R. H.
Macy & Co., against the Victor Talking Ma-
chine Co. and its agents for triple damages
amounting to $570,000 for alleged violation of the
Sherman Law, by seeking to limit the supply and
fix the prices of its talking machines and rec-
ords, occurred in the Federal Courts on July
22. In its answer to the suit the Victor Co.
asked that the action be dismissed because the
Clayton Act, which it is alleged was also vio-
lated, was unconstitutional by reason of excep-
tions in favor of horticultural, agricultural and
labor organizations, and that the provisions of
the law said to be violated could not become
effective until after the Federal Trade Commis-
sion had exercised its jurisdiction.

The plaintiff demurred to the answer, and
Federal Judge Knox sustained the demurrer in
a long opinion, in which he said that the Fed-
eral ‘I'rade Commission only served as an in-
strumentality for doing justice to business
where the remedy could not be applied by the
courts.

INCREASES CAPITALIZATION

The Doehler Die Casting Co., of Brooklyn,
N. Y. have certified to an increase of capital
from $500,000 to $1,000,000.

CONGRATULATIONS FOR L. M. COLE

I.. M. Cole, traveling representative for the
Gibson-Snow Co., Syracuse, Y., Sonora dis-
tributors, and one of the most popular members
of the traveling fraternity up-State, recently
returned from his vacation, which gave him an
opportunity of recuperating from the activities

: Y 3o

{1 ¥)

Mr. and Mrs. L. M. Cole

of the past year. Incidentally, Mr. Cole’s va-
cation was also a honeymoon, and he has been
receiving the hearty congratulations of his as-
sociates and friends upon his departure from
bachelorhood. Mr. and Mrs. Cole will reside
in Syracuse, and, needless to say, one of the
most important pieces of furniture in their
home is a handsome Sonora phonograph.

The Stauffer Grafonola Shop recently incor-
porated in Harrishurg, Pa., with a capital of
$50,000, reports an excellent business.

by selling it.

43-51 W.FourthSt.
New York, N. Y.

THIS ALBUM MADE US FAMOUS

Why don’t you try?

Buy Your Albums Direct From the Manufacturer

THE BOSTON BOOK CO., Inc.

The only exclusive Record Album Factory in the world,

Pat. Dec. 15, 1914,

Chicago Office:
1470 So.Michigan Ave.
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Push the Sale

“B & H”

o
«* | Fibre Needles
for For A Revival
Increased
Recoid In Your
Sales Record Sales!
With
“Band H’ | Take our word for it
Fibre Needles || ROW and your customer’s
pleased admission later
Yas that the tonal qualities
our

of the only Fibre Needle
licensed for sale in the
United States and their
absolute freedon from
the scratching sound,
which so often mars re-
production, caused such
pleasure and satisfaction
as to create the desire

Strong Ally!

Go Over the
Top In
Record Sales
by

Advocating
The Use of
“B'and H”’
Fibre Needles.
You’ll Note
A Renewed
Inquiry
For Records!

for new selections.

By Such a Campaign, You and Your Customers are Sure to Gain

DELAY DOESN’T PAY!

“B&H” Fibre MaanaFtuliing

33-35 West Kinzie Street . :

Co.

Chicago
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Why the Accessory End of the Talking Machine

Business Should Be Developed = =

Manufacturing conditions in 1918 have pre-
sented a very definite problem to all talking ma-
chine retailers, depending largely on the profits
accruing from their talking machine sales for the
support and carrying on of their business. In pre-
vious years it has been possible for each retailer
to secure a sufficient amount of machines and
records to prevent actual loss of sales, provided
the necessary forethought and judgment were
exercised in purchasing. This year retailers have
found that, due to limited factory output, and
regardless of the methods used, it has been seem-
ingly impossible for them to secure more than a
set amount of machines and records, and hun-
dreds of them have accepted the situation, as-
sum:ing that their total business and profits must
necessarily be limited.

Certain retailers have refused to accept the
situation as it stands, determined to invent some
means whereby their sales organization might be
kept busy and their gross sales and profits kept
at normal. Probably the most successful means
used, and particularly one that does not interfere
with the progress of their talking machine busi-
ness nor reduce their standing with concerns

from whom they buy and on whom they are to
some extent dependent for merchandise, has
been the pushing of talking machine accessories
It is a known fact that the average talking ma-
chine dealer has never heen obliged to put the
maximum effort behind his sales, principally due
to the fact that people have had the desre to
own a talking machine and records instilled into
them from other sources, and, therefore, the
selling of talking machines and records has been
largely a matter of inducing a customer to pur-
chase one brand over another, and of placing the
size instrement and the grade of records best
suited to each customer’s needs and resources.
Now, however, this class of retailers are training
their sales organization to create in their cus-
tomers the desire for certain talking machine ap-
pliances of proven worth, which represent in
value their retail price and on which a fair profit
can be made.

There are two most excellent results of this
effort that is being put forth. In the first place,
each machine customer and record customer is
kept “alive” by solicitation for the talk'ng ma-
ch’ne accessories, and each account is made t»

By Lester E. Noble

R Wurlitzer Co., Chicago

show a tidy profit, aside from that gained by the
sale of the original machine and the subsequent
record sales. Certain retailers during the past
six months have made each machine purchaser
on their books pay as high as 5 or 6 per cent. in
profit on the in'tial nachine purchase, aside from
record sales.

Another and without doubt a far greater result
is the fact that the sales staffs of the talking ma-
chine establishments are being taught REAL
SALESMANSHIP, the first principle of which
is without doubt to create in the mind of the
prospective purchaser a desire for the article to
be sold. It is not impossible that this ability to
create desive may be highly advantageous, and
likely absolutely necessary in the future selling
of talking machines and records, and in raising
the standard of salesmanship in their organiza-
tions talking machine retailers are adding an
attribute that has been sadly wanting in the past.

The retailer who does not go after the acces-
sory end of his business at this time can be
I'’kened to the colored gentleman of the South
who refused to earn a quarter for carrying a
~it-case becavrse he already had a quarter.

TALKS ON MUSICAL HISTORY

Miss Edith Rhetts, of the Victor Educational
Department, Makes an Interesting Address at
the Billings Library, Burlington, Vt.

BurLiNGTON, VT, July 30.—One of the most in-
teresting events in musical circles here recently
was the talk given by Miss Edith Rhetts, of
the educational department of the Victor Talk-
ing Machine Co., Camden, N. J, at the Billings
library, before the members of the summer
school. She discussed musical history in a
colloquial way, illustrating her remarks, both
on the piano and by the use of Victor records,
which were a tremendous help in displaying
the music, which she referred to so admirably in
her address. Miss Rhetts went away back to
the beginning of music, illustrating her de-
scription of Indian music with the *“Gambler’s
Song” and the “White Dog Song.” She spoke
particularly of the rhythm of this music. She
said that music had three vital elements and
that people went through those three stages in
appreciation: First, they liked rhythm, next
melody and next harmony.

As an example of the very oldest music she
played some Chinese melodies, and then to show
the difference played some from the music of
Japan.  She illustrated the quarter tone inter-
vals in the Arabian music with another record.

Her next selection was the Grecian "Hymn
to Apollo” and before playing it she explained
that the present-day music comes from the
Greek. She said the Greeks used the lyre and
that one could trace the stage of civilization of
peoples by the predominance of stringed instru-
ments over percussion instruments.

Miss Rhetts told of the introduction of music
iito the church, playing a Gregorian mass, and
then told how it changed as time went on. She
played later masses to show the difference. She
played the troubadour song, saying that was an
outgrowth of music brought back by crusaders.

She described how the operas came to be
written. There was very little orchestra in those
days so the singer was lord and master of all
he surveyed. As an illustration of operatic
music she gave a record of Mme. Galli-Curc:.

As an illustration of expressive music Miss
Rhetts played “Symphonic Poem” and a modern
brass band in Saint-Saens’ “Death Dance.”

Miss Rhetts during her visit also talked to
the teachers of the summer school during the
assembly period of the method of and material
for teaching appreciation in the grades from
the kindergarten to the eighth grade.

. A@OH
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Period
Model

g A truly unusual in-
strument for those not
content with the ordinary

THE DELPHEON COMPANY
BAY CITY Bl 85 2

MICHIGAN

Or Write to Distrit¢tors
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Columbia

Announcing

Col i
Columbia olumbiy

Grafonola
%rafonélg T &
$90 Retail $115 Retail

New Style Cabinet—New Type Motor—

Here They Are: long life. The plate is hinged, permitting instan-

taneous changing of motors. Motors can be inter-

"The kind of instruments you have wanted to sell changed l)y Silnply IOOSCIIiIlg two thumb-screws.

ever since you have been in business—instruments New Integral Motor Frame; Spring Barrel fitted
you can offer your customers with the absolute con- with bayonet joint.

viction that you have the best product on the market.

The new Grafonolas! New in design; new in Columbia Non-Set Automatic

mechanism; new in the marvelous perfection of St op
tone-quality ; new in ways that make them bigger,
better sellers; greater profit-makers for you. The new Columbia Automatic Stop requires no
setting or any attention whatever when playving a
The New Motor Unit record. Start the motoz' in the wgplar way b\
moving the start-lever. The automatic device will
Strong, compact, portable—with many improve- stop the motor when the record is through playing,
ments that make for noiselessness, smooth running, no matter what size record it may be. This does

International Record Dept.

For Information write to COlumbia Graphophone CO.
102 West 38th Street, New York

Sell Foreign Language Records

Small Investment—quick turnover
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New Models—

Avucust 15, 1918

THE TALKING MACHINE WORLD

Columbia
Grafonola
Type K-2
$175 Retail

Columbia
Grafonola
Type L-2

$225 Retail

Exclusive New Columbia Non-Set Stop

not in any way interfere with moving the start-and-
stop lever by hand.

No adjustment is necessary when playing differ-
ent size records, because the lever that stops the
motor is connected with the tone-arm. While a
record is playing it holds back the Automatic Stop
until the entirve record is played. At this point the
tone-arm loses its power and the stop occurs in-

fallibly.

The New Columbia Tone-Arm

The slender, symmetrical tone-arm of the Colum-
bia Grafonola is a mechanical attainment of light-

ness, durability and sound-transmission of the
highest degree of excellence.

Every tone-arm is tested by playing at the fac-
tory, at the same time its attached reproducer is put
to critical trial.

It is impossible to describe these new instruments
fully here. To reallv appreciate them, you must
see them, and mspect yvourself the many wonderful
improvements which have been made. Among
these are the new tone-arm and the perfected
reproducer, advances in phonograph construction
almost as important, certainly as valuable to you,
as the Non-Set Stop.

17

Columbia Graphophone Co., New York, N. Y.
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EDISONS ON EVERY TRANSPORT

Large Shipment to Hoboken Recently—Trans-
ports Will Be Kept Supplied With Velvet Sur-
face Records Through Dealers’ Generosity

This photograph was taken at the Edison
laboratories, Orange, N. J., as a large shipment
of Edison Army and Navy phouographs was
being loaded onto trucks to be taken across

of Thomas A. Edison, Inc., was a guest aboard a
United States transport and came away with a
very keen realization of the need for phono-
graphs on the big troop ships that carry our
soldiers to France. A special fund to provide
Army and Navy phonographs for the Transport
Service was immediately started. A consider-
able amount was raised in various ways and
finally, at the Edison dealers’ convention, about
$8,000 additional was contributed by the Edison

Army and Navy Edison Phonographs Being Shipped for the U. S. Transport Service

the Jersey meadows and delivered to the United
States Transport Service at Hoboken, N. J.
The two men observing the loading opera-
tions are Charles Edison and William Maxwell.
The Edison Army and Navy phonograph is one
of Charles Edison’s hobbies. It is specially de-
signed for use by soldiers and sailors and is
sold at a price considerably below its cost of
manufacture. Thousands of these instruments
have been purchased by patriotic persons and
donated to various units of the army and navy.
Some time ago Mr. Maxwecll, vice-president

phonograph dealers and jobbers in a patriotic
response to the need of our soldiers for musical
entertainment aboard the crowded transports
that carry them on the last leg of their journey
to France. This liberal contribution on the
part of the jobbers and dealers brought the total
to an amount which not only provides a full
ecuipment of Edison Army and Navy phono-
graphs for all of the United States traunsports,
but also sets up a fund from which the trans-
ports can be regularly supplied with Edison
Vclvet Surface Re-Creations for a long time.

SONORA ENJOINS “LONORA”

Suit Brought by Sonora Phonograph Co. Up-
held by Supreme Court

A decision was handed down recently in the
Supreme Court by Justice Ottinger, restraining
the Stefanograph Co., New York, from using the
word “Lonora” on their phonograph. This mo-
tion was brought by the Sonora Phonograph
Sales Co., and the opinion of the court, which is
very important and far-reaching, reads:

“This is a motion to restrain defendants, pen-
dente lite, from using the word ‘Lonora’ upon
phonographs to the injury of the plaintiff, who
manufactures and markets phonographs under
the name ‘Sonota,’ for which it has acquired a
trade-mark, and which has been in use for many
years. The principles regulating injunctive re-
lief in cases of this kind, not only for the pro-
tection of the plaintiff, but in order that the
public may not be deceived, are so well settled
that it is unnecessary to review the authorities.
There is no question in my mind from the papers
presented upon this motion that the defendants
are using the name ‘Lonora,’ and that their
purpose in so doing is to deceive and defraud the
public into the belief that the articles are those
manufactured by the plaintiff. The similarity in
names is so evident as not to require comment,
and the proof is clear that it was adopted for

the purpose of taking advantage of the trade

name and reputation that plaintiff had acquired.
The defendants do not even undertake to show
liow or why, out of the myriad words of the
language, they selected upon an artificial word
identical with, except for the first letter, that
used by the plaintiff, and similar in sound. That
there may, as claimed by defendants, be some
slight differences in appearance and manufac-
ture is quite immaterial if, because of the name,
the public are likely to be deceived to the preju-
dice of the plaintiff’s rights. Motion is granted.”

Schechter & Lotsch appeared for the Sonora
I'honograph Sales Co. as attorneys in behalf of
this motion.

HIS is the Edison style A100,
equipped with an EJECT-O-
FILE. Note the beauty, as

well as the simplified efficiency, in
filing and finding records at will.

other Styles.

NI e el s's 2 e <tiElect o i &= o~ aE R

Please send Price List and Cuts of

Street......... o B bl py ) e e

The Eject-O-File Sales Co.

216 W. Saratoga Street
BALTIMORE, MD.
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How Complaints Can Be Made a Business Asset

and Used As a Basis for Future Sales =

Welcome complaints. Encourage your cus-
tomers to come into the store and tell you or
your salesmen about their troubles or fancied
troubles with any of the goods you have sold,
for a complaint is just as important as a sale,
and, perhaps, more so, and should receive equal
attention. A complaint, no matter how trivial,
that is properly handled, can be turned into a
genuine business asset, and a complaint neg-
lected, or not given sufficient attention to sat-
isfy the customer, can offset the good effects of
several weeks of sales work.

The talking machine dealer, or his manager
or salesman, who takes the stand that his line of
talking machines or records can give no just
cause for complaint is too narrow-minded to
remain in business. The talking machine is sim-
ply the product of human hands, and workmen
are always liable to make errors, no matter how
skilful or careful.
unseen flaws in materials or in adjustments that
first become apparent in the home of the cus-
tomer. No matter how high the price or repu-
tation of the instrument, there will always be
occasions, few perhaps, when the purchaser finds
some real or fancied reason for complaint, and
when the complaint is filed it should be investi-
gated courteously and honestly for the protec-
tion of the dealer’s name.

A purchaser who has complained ahout some
particular feature of the instrument imust have
some reason for bringing the matter to the at-
tention of the dealer. If the customer is laboring
under a delusion, then his or her mind can read-
ily be set at rest with a proper and courteous
explanation, and the customer will return home
feeling that the talking machine man is desirous
of dealing fair and remedying any possible er-

Then, too, there are may be’

rors. If there is some actual reason for the com-
plaint, the sooner the instrument is adjusted,
just so much sooner will the instrument be in
proper shape to be a fitting advertisement for
the dealer’s line among the friends of the pur-
chaser.

If the purchaser comes into the store, or
phones or writes in, as the case may be, and is
then snubbed or receives scant attention, then
the opportunity of making a lifelong friend for

I A

Complaints Should
Be Investigated Cour-
teously and Honestly

for Self-Protection

S5 =

the house is lost and, particularly if the cus-
tomer is a woman, there will be no opportunity
lost to tell of the treatment she received when
she complained and the cause of the complaint
will be pointed out with great earnestness as a
warning to all friends to beware of buying at
that particular store or of purchasing that par-
ticular kind of machine and suffering a similar
annoying experience.

If the manager of the store appears callous to
complaints, the salesman should himself see to it

By J. A. Parsons

that the customer is fully satisfied with the pur-
chase, and encourage the reporting of anything
that appears to be wrong. The salesman’s big-
gest asset is the list of prospects he is able to
compile through the friendliness of satisfied cus-
tomers, who generally take pride in recommend-
ing their particular make of machine and the
house that sells if to their friends.

Simply to follow up the complaints of instal-
ment customers with a view to keeping them
satisfied until all payments have been made and
then neglecting the cash customer because there
is nothing due on his instrument is a mistaken
idea that, apparently, prevails in many talking
machine houses even to-day, regardless of the
fact that the cash customer is probably possessed
of the greater number of influential and well-to-
do friends who may become prospects.

Woatch the complajnts. They can be developed
into sales later on.

MANAGERIAL CHANGE IN HOUSTON

Houston, TEeX., August 1.—\W. B. White, who
was formerly manager of the wholesale depart-
ment of Thomas Goggan & Bro., of this city,
is no longer with that institution. He has be-
‘come manager of the talking machine depart-
ment of the Schaeffer Photo Supply Co., who
arc handling the Columbia Grafonola exclusive-
Iy. This concern have been in the talking ma
chine business only a couple of months, but
in that time they have done a very large volume

* of trade, due in a large measure to the character

of the advertising they have indulged in, as well
as the line which they handle.

It is impossible to wrong another without

‘injuring yourself.

ILONG CABINETS

No. 83

In all finishes. Specially adapted
for use with Columbia 50. Front
posts made to follow lines of posts
on Columbia 75.

That’s why you should
wants NOW.

Prompt deliveries on all orders.

THE GEO. A. LONG CABINET COMPANY

FIRST and FOREMOST

In the cabinet field.

Why? Because we’ve specialized in

CONSTRUCTION
FINISH and
ADAPTABILITY

Qur supremacy in these essentials
warrants your handling the perfect
line.

HANOVER, PA.

anticipate your

Write for Illustrated Catalogue of complete line

No. 79

In all finishes. Shown with top
moulding and shelves.
Specially adapted for use with
Victrola IX-A.
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We Offer An Unusual

Proposition To Dealers

[t doesn’t matter what make of phonograph you are now hand-
ling, you owe 1t to yourself to investigate what we have to offer you.

We have developed a great talking machine co-operative plan—
one that enables the aggressive dealer to make big money on
quality talking machines.

We are staking our money and our reputation on this proposition
to establish successful talking machine dealers 1n every community.

In this advertisement we 1llustrate Model No. 3—our big seller.
It 1s stately 1n design, wonderful in tone, and is sold under our
guaranteed service. It sells for $125.00, and unquestionably repre-
sents greater value than was ever offered at this price.

~This machine is one of the big factors in our co-operative
selling plan.

Two additional models—Model No. 6 at $90 00, and Model
No. 5 at $65.00, give the MANDEL -

dealer three popular priced machines, all
of which embody high quality coupled
with big value to the consumer.

What we offer you, Mr. Dealer, 1s
liberal terms, liberal discounts, big prof-
its, and our guarantee of absolute satis-
faction to every ultimate purchaser of a

MANDEL Phonograph.

Act quickly. Write for our complete
proposition. We are closing up territory
at record speed.

Mandel Manufacturing
Company

General Offices: New York Display Rooms:
S01-511 So. Laflin Street 41 Union Square

CHICAGO, ILLINOIS NEW YORK CITY, N. Y.
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Artistic Window Displays That Arouse Public
Interest in Talking Machines and Records

Talking machine dealers are evidently becom-
ing more keenly alive than ever before to the
value of window display as a factor of impor-
tance in their business. They are realizing that
the the often-changed

well-dressed 'window,

Detroit. This window, which deservedly at-
tracted a great deal of attention, was admirably
conceived. Patriotic records were the prin-
cipal feature of display, and these were sur-
rounded with miniature soldiers, small tanks

window, is a silent salesman that pays a good
return for the time and money spent in using
this space advantageously. During the past
month The World has received a large number
of photographs, showing that dealers are giving
the closest attention to window displays. They
are giving considerable space to stimulating
patriotic endcavor, as well as utilizing the sum-
mer season as a means of bringing to the
notice of prospcctive buycers that the talking
machine is an indispcnsable cquipment during
the vacation period, and that no summer home
can well afford to be without it.

In the line of patriotic windows we are re-
producing a very aftractively arranged display
made by the talking machine departiment of the
People’s Quthitting Co., 44-48 Michigan avenue,

“A VERY PERTINENT IDEA HERE

Which Some Types of Salesmen Should Con-
sider and Properly Digest

Here is an incident which came under our no-
tice recently which furnishes the point to an
idea which should be considered by dealers.

The following conversation was recently over-
heard in the shop of (we are prone to believe an
unsuccessful) Columbia dealer. '

A gentleman came in, walked up to a clerk and
said: “Have you A-2158?"

The clerk answered promptly, “No, sir, we
have not. Anything else?”

To which the man replied, “I guess not,” and
went out.

By a strange coincidence we were in the shop
of another Columbia dealer in the same town
later in the day, when the same man entered and
asked for the same record.

The salesman said, “I'll see at once, and while
I am looking it up I would like you to hear this
one,” putting on A-2450, starting the instrument
and stepping back to look up the record asked
for. In a few moments he returned and said, I
am sorry, but we are out of the number you
want.”

To this the man replied, “Let me have this one
you are now playing, and order the other for
me.”

We have nothing more to say. Have you?—
The Peptimist.

The Polypho;ei Talking_l\_/lva_chine Co., 3602
Park avenue, New York, has changed its name
to the “B and B Talking Machine Co.”

A Summer Window of Lyon & Healy, Chicago

and other little dis-
plays, such as soldiers’
hats with red, white
and blue base, which,
admirably arranged
around the window,
made a very attractive
display.

In the line of sum-
mer display windows
that prepared by Lyon
& Healy, of Chicago,
illustrated on this
page, is not only most
artistically  conceived,

but it represents a
great deal of expense
and time in its prep-
aration. No one can
look upon this window
without having a de-
sire to get away from
the noise and con-
fusion and worries of

still keep well in touch with all that is latest and
best in music.

We have often emphasized in these columns
the value of the window as a business de-
veloper. It must always be kept in mind that
at a comparatively small expense it can be
made one of the most profitable features of a
store. It can be made to reflect the enterprise
of the owner. It conveys to the passers-by
and to the people in the town that the owner
of the window is a man of initiative, a man of
artistic impulses, a man who desires to do
things. The general public likes to deal with

such an establishment, hence the value of the
window as an advertising medium.

The merchant who utilizes the changing sea-
sons and current happenings, particularly in
helping the various departments of the Gov-
ernment in these war days, is devoting his win
dow space to good purpose.

1t really matters

city life—to live in the
open, in the woods, en-
joving fishing and sports of all kinds accom-
panied by the ever faithful and always reliable
talking machine to supply the music and com-
fort and necessary “atmosphere.” Thus the
Lyon & Healy window fulhlled a mission. Tt
pointed out that one can rough it to-day and

" NEW IDEA IN RECORD INDEXING

TTarkisBURG, Pa., July 31.—The Iarrisburg Book
Co., of this city, have placed recently upon the
market an entirely new idea in record indexing
known as the “Handy Record Index.” 1t is a
conveniently indexed book in which may be
listed for ready reference the records, vocal,
instrumental, etc., etc. The idea was originated
by George H. Dunham, head of the company,
in keeping his personal records handily indexed.
The system worked so well that he decided fo
commercialize his idea. It should make a
strong appeal to record users.

THE VICTOR AT DRAKE UNIVERSITY

Des Moines, Ia.,, August 5.-—-Mrs. Heaton, of
the educational department of the Victor Talk-
ing Machine Co., while passing through this
city recently on her way home from a vacation,
stopped long enough to give several valuable
demonstrations of the Victrola in educational
work at the Drake University here. She also
took occasion to call upon Mickel Bros., local
Victor wholesalers.

Patriotic Window of the People’s Outfitting Co., Detroit

little what window space a dealer may control,
if he makes the most effective display pos-
sible in the space at his disposal he will have
done his duty and proclaimed himself to be a
progressive and up-to-date talking machine mer-
chant.

GLADVERTISING VS. SADVERTISING

A talk by Arnold Joerns, of Chicago, on “Glad-
vertising vs. Sadvertising” was the feature of the
closing session of the Indiana Sellers’ Congress
recently held in Indianapolis. The seven mo-
tives of human nature, which always should be
kept in mind in advertising and selling, he said,
were property, self-preservation, power, reputa-
tion, affections, sentiment and taste. The ques-
tion of the cost of an article, he continued, con-
cerned a customer’s property motive. In his
opinion, the speaker said, too much attention
often is paid by merchants to advertising the
price, while too little stress is laid on the merit
or quality of the goods.

Mr. Joerns also scored the merchant who ad-
vertises selling below cost, when it is impossible,
on the face of the proposition, for a man to con-
tinue in business while selling his goods below
the cost. In closing he said that no phase of
human nature should be overlooked in adver-
tising.

Fred N. Van Wie, of Oneonta. N. Y, is build
ing up a good talking machine trade.

Lid Supports
Needle Cups
Needle Rests

BEST QUALITY

Talking Machine Hardware

We manufacture hardware for all styles of cabinets

Door Catehes
Sliding Casters
Continuous Hinges

WEBER-KNAPP COMPANY -

Soekets
Tone Rods
Krnobs, ete.

LOWEST PRICES
Jamestown, N. Y.




22

THE TALKING MACHINE WORLD

‘Augcust 15, 1918

NEW OFFICERS FOR DUO-TONE CO.

Prominent Business Men Now at Head of That
Organization—Featuring New Stylus

Ansonia, ConN., July 31.—The Duo-Tone Co.,
of this city, have recently elected new officers.
They are as follows: President, Frank D.
Terry; vice-president, C. S. Anschutz; secretary,
Carleton F. Hoadley; treasurer, Chaple S. Car-
ter. The new officers are all prominent men in
this locality and are all new with the excep-
tion of Mr. Carter, who retained his office as
treasurcr of the company. L. P. Cornet, who
is well known to the talking machine trade and
who has been connected with the organization
for some time, has been appointed as general
sales manager of the company.

In addition to the Duo-Tone device they are
now featuring the De Luxe stylus. Although
they have had this new semi-permanent needle
for some time they are now behind a campaign
to make it known from coast to coast. They
rcport good business and that several large
jobbers have already taken on their new prod-
uct and are enthusiastic over it.

FACTORS IN THE RETAIL FIELD

In the retail talking machine field the drug-
gists seem to be figuring to a much larger ex-
tcnt than ever before throughout the country.
The drug store is usually a center for the peo-
ple of the town, or district, and talking ma-
chines and records are apt to find in these estab-
lishments a large following. At the present
time there is a large army of druggists through-
out the country who have taken on talking ma-
chines, and find them to be perhaps the most
profitable end of their business—at least they
return a very nice income on the space devoted
to these instruments.

SIZING CARUSO UP

Enrico Caruso, who is soon to bust right out
as a film hero, went to the Famous Players-
Lasky studio the other day to have a look at
things. A property man asked a camera oper-
ator who “the stocky little guy” was.

“That’s Caruso, the tenor. He’s going to be
a film star,” came the reply. The property
man studied Caruso a moment and muttered:

“IHe’s a great tenor singer, all right.”

Incidentally, Carolina White, grand opera
star, is to make her film debut playing “op-
posite” Caruso in his first picture.

JOE KERR DOING “HIS BIT”

Former Representative of S. B. Davega Co.

Destined to Distinguish Himself at the Front

—Well Known to the New York Trade

We take pleasure in presenting this month a_

photograph of Joseph Kerr, who before join-
ing the colors représented the S. B. Davega
Co., Victor distributors, in New York and ad-
jacent territory. If Mr. Kerr serves Uncle
Sam—and we certainly know he will—as well
as he served the interests of his multitude of

]oseph Kerr
Victor dealers in the territory. which he con-
trolled, we feel sure that he will quickly rise in
the ranks, and if given the opportunity, dis-
tinguish himself, thus bringing honor on the
industry, on his native city and on the nation.

FEATURING THE NEW EDISON

The Lair Co., Charleston, Mo., is carrying on
an extensive campaign in that section in the
interests of the New Edison. ‘The company
is advertising extensively in newspapers and
through the medium of folders and sales pro-
motion letters, and is getting excellent results
in a business way.

Ward’s Khaki

1Grade “D” Cover with No. 3 Straps.

Moving Covers

PROTECT YOUR MACHINES FROM ALL
KINDS OF WEATHER

and will enable you to deliver them
free from dust, scratches, bruises
and all other finish destroyers

QOur covers are faced with Standard Khaki,
lined with a heavy grade flannel, interlined
with an exceptionally good grade of heavy
cotton or felt, diagonally and closely quilted,
and manufactured according to the usual

superior ‘“ WARD New London "’ quality.
Grade “D”’, medium size, $6.00
Grade “D”, large size, $6.50

Grade “K”, medium size, $8.00
Grade “K”, large size, $9.00
Carrying Straps: No.1 $1.00; No. 2 $2.00; No. 3 $3.50
ORDER SAMPLE COVER ON APPROVAL

With Name of Machine silk emhroidered on any Cover; extra,__30c.
With Dealer’s Name and Address, first Cover; cxtra.... -$1.15
. e0c.

Same on additional Covers, cach extra....._.......

Write for booklet

THE C. E. WARD Co.

(Well-known Lodge Regalia House)
101 William St., New London, Ohio

Also Manufacturers of Rubberized Covers
and Dust Covers for the Wareroom

“I AM NOT QUITE READY YET”

Under the Above Title R. Montalvo, New Bruns-
wick, N. J Read the Following Interesting
Paper at the Recent Edison Convention

Ofall thé excuses given to salesmen by pros-
pects, I think the one, “I am not quite ready
yet,” is probably the most camouﬂaged stall of
all others.

Back of this the real reason may be that they
are not yuite convinced that the New Edison
is the best or that they have not enough money;
or it may be the terms are not suitable or that
they wish to consult with their wives or hus-
bands or other relatives before buying.

A salesman should never be looking for a
negative attitude from his customer, or at least
he should be clever enough to avoid letting the
customer see that he has recognized such an at- |
titude. There are times when it is advisable
for a salesman to appear dense, and when a
prospect says he is quite ready to buy, the sales-
man should assume that the customer has fully
decided to buy a New Edison. If he doesn’t
know which model, he should find out immedi-
ately and arrange for delivery at a time desired.
When the terms have been decided on and the
sale written up, it should be an easy matter to
secure the signature on the dotted line. In
fact, from the time the customer says he is not
quite ready yet, a salesman should proceed ex-
actly as though the sale was made—this will
either land the sale or bring out another stall.

A salesman may know to his own satisfaction.
that the sale has not really been closed and that
he is trying to land the prospect before he has
really made up his mind, but at the same time
the salesman should tell the customer how well
pleased he will be with his New Edison and
that he will never regret having purchased the
“Phonograph with a Soul.” -

Other legitimate reasons that may be ad-
vanced by the salesman to the prospect as to
why he should buy now are the shortage of
goods and the fact that there will probably be
another increase in price shortly.

TALKING MACHINES FOR EXPORT

South Americans Sending in Large Orders for
Talking Machines, According to Head of
Large Export House in New York City

Local exporters with connections in South
American markets are constantly receiving in-
quiries for talking machines made in this coun-
try, says the New York Times. ' The lines
sought range all the way from the cheapest
grades, made to retail at $5 or less, up to those
bringing as much as $300. Machines priced from
$50 to $100 are sought in the largest quantities.
According to the head of one big export house,
American talking machines have established
themselves -permanently in the various markets'
along the East Coast of South America. There
is very little likelihood of the business in these
sections reverting, he asserts, to its original
source of supply—GCermany, after the war is
over. -

SON OF EDISON IN TANK CORPS

William L. Edison Joins Section of U. S. Army
That “Treats ’Em Rough”

William Leslie Edison, second son of Thomas
A. Edison, president of Thomas A. Edison, Iuc.,
eulisted last month in the Tank Corps of the
United States Army, and left at once for Fort
Slocum, to begin training, ~William Edison is
a veteran of the Spanish-American war, and
made his home in Morristown, N: J. 'He stands
high: in the electrical world, and decided he
wanted to see action in the Tank Corps.

A certificate of incorporation was issued re--
cently to the Smith Phonograph Corp., of the
Bronx. The active capital of the new concern
is $32,500, the incorporators being C. W. Car-
ticr, W. Heines and M. Slone. :



Otto Heineman Phonograph Supply Co.

3 B INCORPORATED
SRS 25 WEST 45th STREET, NEW YORK
&  FACTORIES, ELYRIA, 0.—NEWARK, N. J.—PUTNAM, CONN.
CHICAGO ATLANTA SEATTLE CINCINNATI TORONTO

Tone Reproduction

Buy only the highest grade HEINEMAN-MEISSELBACH Tone Arm Combinations.
Your machines will then be unexcelled in tone quality.

HEINEMAN TONE ARM No. 11
HEINEMAN IDEAL SOUND BOX No. 2

HEINEMAN TONE ARM No. 12
HEINEMAN IDEAL SOUND BOX No. 2

MEISSELBACH TONE ARM No. 97
MEISSELBACH No. 2-C SOUND BOX

MEISSELBACH TONE ARM No. 97
MEISSELBACH No. 2-C'SOUND BOX

* MEISSELRACII * |
TONE ARFTS | @T@g (SOUND BOXE'S |
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Some of the Advantages 'of Being a Practical
Talking Machine Salesman -

How much knowledge should a salesman pos-
. sess in order to make a more than ordinary
success in the sale of talking machines? Now,
selling talking machines might be a simple mat-
ter. Presumably it is, and then after the sale
is made there might arise the unlooked-for dif-
ficulties that are not anticipated when the sale
is being made. Your larger knowledge of the
instrument itself and your more detailed grasp
of the inner workings of the machine can be
made a help to you in increasing your sales.

It is so simple to discuss talking machines.
They are so widely known and so geunerally used
that it seems everybody knows what they are,
and there does not appear to be any very great
reason why the salesman should give much of
his time to the more intricate parts of the de-
vice. So some of them think. But now let
us go into this matter a little and then see if
there is not some value to be placed on the
larger knowledge that can be had with that
careful inspection and study of the art or the
mechanism of the wonders that are made pos-
sible with this device.

What do we know about the sound box and
about the unseen factors that enter into the
wonders of this device? Can we explain to
the customer just a little of the secrets that
make possible this tone transmission? Can the
salesman give a fair explanation of why the
sound is carried from the arm ‘of the machine,
from the diaphragm into the reproducer and
then to the sound box? Is it necessary to be
able to explain this to the prospect? Not al-
ways of necessity, but certain it is that this
knowledge will prove to be a material aid to
the salesman.

Suppose that the customer asks questions, as
some of them do. When the salesman is at
a loss to explain some of the more simple de-
tails can he impress the customer favorably?
She might want a comparison of the various
talking machines. She would like to see where-
in they differ. If he cannot give a satisfactory
explanation then there is danger that there will
be a lessened number of sales to his credit. The
salesman should be posted. He should be able
to make some statements that are of value to the
customer and of help to him in increasing the
number of his sales.

This is all in the day’s work, and it can be
made to becomc of a wonderful help to the
man who is going to make it a part of his fu-
ture betterment. It might not be a very se-
rious matter to him. It might be looked upon
as one of the more detailed matters that can
be passed by and that will not become so im-
portant that it must be given study. There are
certainly some points of distinction about every
machine. There are features that lend a differ-
ent tone to the phonograph. There are little
details that are worked out by the inventors
and the manufacturers that give each machine
an individuality that can be made a strong talk-
ing point, provided the salesman is aware of
these things. -

This is one reason for the education of the
salesman along practical lines. There are
others, of course, and of these let us say a
word with regard to the importance of this
knowledge. We might say a little mechanical
ability or training, too, can be put to excel-
lent advantage when the occasion does arise.
Now the out-of-town salesman, or that man
who travels about making sales of these ma-
chines. oftentimes has need for a larger detailed
knowledge of the inner workings of the phono-
graph. Suppose he arrives at a place where
there is a slight defect or a little something
that has gone amiss with the phonograph. It
might be remedied where this training has been
inculcated. It can and will save the cost of
a shipment of the machine back to the store, or

the services of a man who must travel to make
the adjustment. It is by no means uncommon
that such an occurrence would be met with,
and the help that the salesman could render
would be cf great benefit. One trip of the ma-
chine back to the store or the saving of one
repair man’s time to the dealer will pay for this
knowledge.

The salesman is not merely a man who can,
like a phonograph, give voice to the words that

R T TR

-Ability of Salesman
to Explain Hidden
Features of Machine

to Customer Means

Closing More Orders
S MM MOARRASSERG AR

are repeated there by the records. He must
be a man who can induce sales and can offer
logical reasons for the purchase of a talking
machine with intelligence and with a care and
training that should place him above the com-
monplace salesman. He is not merely a tool
that is working without a brain. He is a man
who should give the matter of salesmanship
study. He should give the details of the ma-
chine that he is offering particular considera-
tion. If his machine differs from others, can
he intelligently say why this is so? Can he
argue with a correct knowledge that will con-
vince the customers that he speaks
thority?

with au-

By Don Warner

You men who are selling should study the in-
dustry and its larger possibilities with that added
care that will bring to you a strong reason for
success. Do not be content with merely a super-
ficial knowledge that can never amount to any-
thing but a poor measure of success. Make your
hours of idleness count for the larger benefits
that can be had with a larger grasp on the sub-
ject of talking machine technical knowledge.
The industry is new, comparatively speaking, in
this country. It has great possibilities and
these greater possibilities are within the reach
ot the salesman who is looking beyond to that
to-morrow and to the time when every hour will
count and every argument that is sane will
become to the wideawake man something that
is really worth while to him and to his industry
as well.

LANDAY 34TH STREET STORE CLOSES

Landay Bros. Victor wholesalers, have an-
nounced the closing of their store at 27 West
Thirty-fourth street, and this store will be con-
solidated with the Landay establishment at 23
West Forty-second street. Under this new ar-
rangement Landay Bros. have three exclusive
Victor retail establishments in New York City,
these stores being located at 563 Fifth avenue,
427 Fifth avenue and 23 West Forty-second
street. The general offices of the company are
located at 151 \Vest Thirtieth street, New York.

TALKING MACHINE DEALER IN NAVY

L. L. Dunlap, proprietor of the Talking Ma-
chine Shop, in Belvidere, 111, has enrolled as
first-class machinist's mate in the Aero Divi-
sion of the U. S. Navy, and has reported for
duty at Pensacola, Fla. The business will be
conducted during his absence by his wife, who
is an experienced saleswoman.

A Word to the

29 West 34th Street

Phonograph Trade

The “BLISS” REPRODUCER with its
treated silk diaphragm differs from the
ordinary type of mica sound box, offer-
ing a latitude in reproduction that is not
attained with the mica diaphragm. It
reproduces with greater volume, better
articulation, and represents the artists as they performed.

Better music is being demanded by the public, and with
the “BLISS” REPRODUCER you can meet this requirement.

Other Phonograph specialties that we are featuring are the
“Disk-Lite”’, an electric lighting attachment adaptable to
any Phonograph, and the ““Phono-Lite’’, an automatic light-

ing attachment for the New Edison.
Points and Edison and Sapphire Points.

Owing to the acute shortage of material and the certainty
of price advances, dealers are advised to place their orders
at this time to insure delivery for their fall and winter trade.

WRITE US FOR DEALERS’ PRICES

WILSON-LAIRD PHONOGRAPH CO., Inc.

Factors and Distributors of the BLISS REPRODUCER

Also Edison Diamond

NEW YORK CITY
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Service
and Price

No matter how perfect the
phonograph itself might be, you
would have real difficulty in sell-
ing it if service was lacking and
the price exorbitant.

Wilson service does not end
with the sale of the instrument
to you. That point is really
where our service commences.
The entire giant organization of
Wilson & Co., with branches in
over 150 principal cities, back us
up in seeing that you receive
prompt delivery, efficient selling
helps, co-operative advertising,
and all else that goes to make
service.

Wilson prices are figured to
give a legitimate profit to our
dealers. With the buying-power
that is ours we can mark our in-
struments at prices that hold an
irresistible appeal to the public.

There is a Wilsonian
For Every Home

&

To The Phonograph Men

Of America

EE ANNOUNCE six new and 1m-
proved models of the Thos.
Wilson & Co. phonograph.

The Wilsonian

Retail from $35:90 to $25(-00

Dealers and salesmen realize more than ever before
the vital importance of guality and z/za’zvzdttalzty
in phonographs.

The Wilsonian has many refinements and individ-
ualities of style and construction that will appeal
instantly to the most critical buyer.

The Wilsonian renders the most difficult and in-
tricate musical and vocal selections with wonder-
ful clearness and beauty of tone.

The Wilsonian plays all makes of disc records with-
out it being necessary to make annoying changes.

The Wilsonian is shown in six different models,
all representative of their class, and each one selling
at an extremely moderate price.

The Wilsonian is absolutely guaranteed. Both this
firm and our parent organization—Wilsoh & Co.—
vouch for the dependability of The Wilsonian.

Dealers who desire to participate in the profits that
will be made on The Wilsonian this year are in-
vited to write today for full information.

Main Plant KX /:\ Eastern
RGN THOS.E WILSON & Co. [

Street VY \"4 45th Street
Chicago CHICAGO New York
U. S.A.

WILSON & CO. BRANCHES ARE IN ALL PRINCIPAL CITIES,
INCLUDING

Boston Detroit Salt Lake City  Omaha Charleston
Philadelphia Rochester Los Angeles Dallas Memphis
Baltimore Cleveland Minneapolis Atlanta Spokane
Buffalo New Orleans Denver Kansas City Pittsburgh

Avugust 15, 1918
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THE TALKING MAC

You can offer your customers the new model Grafo-
nolas with the absolute conviction that no other
machine made today can equal them in mechanical
perfection or tone-quality.

Columbia Graphophone Co.
NEW YORK

ENTHUSIASTIC OVER THE OUTLOOK

John Cromelin Returns From Western Front
and Tells of the Splendid Reception Being
Accorded the Heineman “OkeH” Records

John Cromelin, general sales manager of the
Otto Heineman Phonograph Supply Co., New
York, returned recently from a visit to Chicago
and St. Louis, and in a chat with The World,
commented upon the enthusiastic reception being
accorded the Heineman “OkeH” record in all
of the Western trade centers. He states that
this record is finding a ready market with talk-

John Cromelin 4
ing machine manufacturers who do not manu-
facture records but who appreciate the desira-
bility of placing a record line with their dealers.
While on this trip Mr. Cromelin closed ar=
rangemcnts whereby three well-known houses

in Chicago will act as distributors for the
Heineman “OkeH” record, and also closed a
deal with a prominent St. Louis house, which
will give this record line a strong representation.

According to present plans, the Heineman
“OkeH” record will be merchandised through
jobbers exclusively, but the Otto Heineman Co.
will institute a campaign to create dealers who
will be turned over to the most conveniently
located jobber, to whom maximum co-operation
will be afforded. While in Chicago Mr. Crome-
lin made his headquarters at the company’s
local branch, where he found Manager A. S.
Ribolla optimistic to a degree regarding the
possibilities for developing ‘“OkeH” record busi-
ness in his territory.

Paul I,. Bderwald, formerly Eastern sales

COTTON FLOCKS

.. FOR..
Record Manufacturing

THE PECKHAM MFG. C0., KEWARK K- 5:

*s NEWARK. N. J.

manager of the Otto Heineman Phonograph
Supply Co., is now a member of the Chicago
sales staff, assisting Mr. Ribolla in developing
the demand for the Heineman products in that
part of the country. The sales totals of the
Chicago branch have increased tremendously
the past year, and Mr. Baerwald will be in a
position to render invaluable assistance in
handling the Western trade.

TRADE SWINDLER ARRESTED

Man Named Rogers With Confederate “Run
Down” by Leading Talking Machine Houses

Talking machine dealers in New York and
ncarby territory were greatly pleased to learn
of the arrest recently of John W. Rogers,
who is charged with swindling numerous talk-
ing machine dealers in this city. The arrest of
Rogers, who has also worked under numerous
aliases, was accomplished through the united
cfforts of C. H. Ditson & Co., John Wanamaker
and Bloomingdale's, who succeedcd in develop-
ing a plan that enabled them to sccure the ar-
rest of the swindler.

It is understood that Rogers worked his
swindling scheme in company with a confeder-
ate. This plan consisted of ordering a talking
machine to be scnt to an address on Thirty-
third street, and giving as a reference a man
named Smith. When the store wrote to the
name given as reference, Rogers handled all the
mail at this “dummy” address, and answered
the letters himself. After receiving a satisfac-
tory response from his reference, the store usu-
ally shipped the instrument to the address on
Thirty-third street, where it was subsequently
delivered to another address on Thirty-second
street. At this latter address Rogers’ confed-
erate secured the machine, and between them
sold the instruments around the city. Thc con-
fcderate was also arrested, and both he and
Rogers are now awaiting trial.

The Crown Disc Co., of New York City, has
increased its capitalization to $75,000.

VAL REIS TEMPORARY PRESIDENT

Heads Tri-State Victor Dealers’ Association,
Owing to Retirement of A. M. Magoon—Of-
ficers Will Be Elected at Meeting in September

St. Louss, Mo., August 5.—Val Reis, treasurer
of the Smith-Reis Piano Co., has been elected
temporary president of the Tri-State Victor
Dealers’ Association, vice A. M. Magoon, who
leaves St. Louis to return to his former home
in Minneapolis.

The selection of Mr. Reis was announced by
the executive board after a imeeting held July
30. The election will obtain until the Septem-
ber meeting of the association, the date of which
is not yet announced. All officers of the as-
sociation are regarded as “temporary,” as they
were elected prior to the membership campaign
and are St. Louis men. It is hoped that at the
September meeting there will be a big outside
representation of members and that officers
representative of the scattered membership will
then be elected.

The executive board amounced that arrange-
ments had been completed for the attendance
at the September meeting, which will be re-
garded as the first annual meeting of the asso-
ciation, of a number of Victor artists and many
prominent trade speakers. Both Victor and
general trade subjects will be treated by men
who know whereof they speak.

O. L. Faster, of thc Faster Shops, Lafayette,
Ind., was elected a member of the association.

Mr. Magoon, who has been the only presi-
dent of the association, was manager of the
talking imachine department of the Kieselhorst
Piano Co. for two years. He came here from
Minneapolis, to which city he returns as man-
ager of the Victor department of the Dayton
Drygoods Co. At the meeting of the executive
board of the association a resolution of regret
at his departure from the association territory
was adopted. He is succeeded at the Kiesel-
horst Co. by J. B. Sabath, who has been assist-
ant manager since last October. Mr. Sabath
came here from the East.

Stop on the market.

guaranteed.

AUTOMATIC STOPS

The simplest and most efficient Automatic

service, are easily installed and are absolutely

»
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KIRKMAN ENGINEERING CORPORATION, 237 Lafayette St., New York
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THE TRADE IN PHILADELPHIA AND LOCALITY

PriapeLpu1A, Pa., August 8.—There is a gen-
eral feeling of satisfaction all around as to the
conditions in the talking machine field for the
month of July: On the whole the business was
considerably better in Philadelphia and vicinity
during the past month than was the case during
a year ago. In the early part of the month
there was a boom business on, but the excessive
heat that struck the city the last week of the
month naturally curtailed business.

Conditions as to the receipt of machines and
records form the oft-told story. All orders
could only be partially filled, but the percentage
was no less than in a number of previous months.
There has not been the great variety in rec-
ords to be had, but there seems to have been
an abundance of records of certain classes, and
these seemed to satisfy the dealers, and all
around it looks as if the trade was going to
enter the fall with excellent prospects.

There has not been any news of special in-
terest to the trade in Philadelphia during July.
No new dealers have been appointed, and no
houses are making any startling changes. Cost
of material and labor is so high that there is
likely to be very little of this at least for some
time to come.

Penn Co. Moving in New Home

The Penn Phonograph Co. are making their
final nmove to their new home on Arch street,
and have about completed the establishing of
their stock in their new quarters. They expect
to move their offices to Arch street by the be-
ginning of next week. Through their arrange-
ments with the owners of both buildings they
have been able to take their time as to moving,
and they have not been handicapped in any
way.

Doing Well With the Pershing Record

The Columbia Graphophone Co. are advertis-
ing extensively in this city their record of “Gen-
eral Pershing’s Own Voice,” and it is having a
big sale. They have secured an ample stock
of these records to meet all demands, and they
expect it to be the biggest seller of the year.
Manager Heath, the Columbia distributor here,
says: ‘“The record is taking very well. It has
immense possibilities. It should sell to every
one in the United States, especially to the thou-
sands of families who have men in the service.”

TALKING MACHINE DEALERS

Victor
Wholesalers

can greatly increase their profits without additional
overhead expense, by selling the world-famous

Weymann “KEYSTONE STATE”

Musical Instruments

a combination that has proved to be an instantaneous success.

Write for catalogue

H. A. WEYMANN & SON

Manufacturers

Established 1864

1108 Chestnut St.
Philadelphia, Pa.

Business Is of Record-Breaking Character

Mr. Heath says that business for the Colum-
bia and its records keeps going at a record-
breaking pace. The firm have been handicapped
during the month by a number of the Colum-
bia boys going into the service, but they are
making the best of things as a part of “doing
their bit.” Mr. Heath recently made a trip
to Harrisburg, York, and other towns in that
section, and savs that he found things in excel-
lent shape, and that all of the Columbia dealers
at this time of the year, when things are gen
erally dull, are reporting that there is a holi-
day business spirit in the air. They have been
fortunate the past week in receiving a few car-
loads of stock to keep their dealers supplied.

913

ARCH STREET

above address.

form of efficiency.

913 ARCH STREET
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“7E have moved our headquarters to the
Better write it down.

This move is to your advantage and ours,
for with our increased facilities we will be
able to maintain Penn Service in its highest
Send the next order to

PennPhonographCo.,Inc.

PHILADELPHIA

They have not, during the month, received an
abundance of machines, but have sufficient to
take care of their dealers to a certain extent.
Mr. Heath is planning to get away for a short
vacation towards the end of the month.

During July the following Columbia repre-
sentatives visited Philadelphia: F. R. Erisman,
manager of the Dallas, Tex., store, and A. W.
Roos, manager of the Cleveland branch. They
were hoth here on their vacations.

Activity With Blake & Burkart

Mr. Blake, head of the firm of Blake & Burk-
art, who is the biggest handler here of the
Edison phonograph, says that he has no kick
coming at all. Phonographs, records and cus-
tomers have all been coming through fine. He
says: “We had two sets of records coming over
in July, which looks very good to us.” The
firm cleaned up more than 100 per cent. over
last July. Last week they experienced a littlc
dulness, but the first part of the month was fi<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>